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Nineteen Twenty-Three completes the thirtieth year of this Company’s successful 
operation and uninterrupted progress. To build a substantial service-giving organi- 
zation, big enough to have unquestioned strength, but small enough to maintain 
close and human relations between the Home Office, the Field and its Clients, and 
to especially merit the patronage of the citizens of its Home State, is the already 
realized goal and ambition of the 


Illinois Life Insurance Company, Chicago 


JAMES W. STEVENS, President 
GREATEST ILLINOIS COMPANY 


Ww To men who are able to write good risks for good money, we offer a pleasant, ay) 
profitable and permanent connection. We do not solicit sub-standard business. 
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CHICAGO ALL READY 
FOR BIG CONVENTION 


Finishing Touches Put on Enter- 
tainment Features of Program 
by Committee Chairman 





WELCOME BY J. GIRARDIN 





“The Man Who Brought The Conven- 
tion to Chicago” Will be First 
Speaker 


Everything is in readiness for the 
annual meeting of the National Asso- 
ciation of Life Underwriters which will 
be held in Chicago, Sept. Elab- 
orate and painstaking preparations have 
been made for the holding of the big 


~_* 
ond. 


gathering. The life insurance men of 
Chicago have welded themselves into 
one big committee, which has func- 


tioned as a unit to make the coming 
gathering the most successful in the 
history of the organization. The life 
insurance men of Chicago, to use a 
Slang phrase, are “rarin’ to go.” They 
are keyed up to the spirit of the meet- 
ing. They are imbued with the desire 
to make every visiting delegate feel 
thoroughly at home while in Chicaga 
and to have every one attending the 
meeting go home with the feeling that 
the Chicago convention was the greatest 
on record. 


Girardin to Open Meeting 


In addition to the plans which have 
been announced, it has now been de- 
cided that Jules Girardin of Chicago, 
the veteran general agent of the Phoe- 
nx Mutual Life, and “the man who 
brought the convention to Chicago,” 
will open the meeting with a_five- 
minutes address of welcome. Mr. 
Girardin attended the annual convention 
at Toronto last year, and urged the 
National Association to select Chicago 
aS its 1923 meeting place. Mr. Girar- 
din’s seed fell upon fertile soil. As the 
man who influenced the National Asso- 
Cation to gather in Chicago this year, 
the Chicago Association regards it as 
appropriate for Mr. Girardin to open 
the big gathering at Medinah Temple. 


MeNamer on Evecutive Committee 


Harry C. McNamer of the Equitable 
te of New York and vice-president of 
the Chicago Association has been 
elected committee-man to represent the 
Chicago Association on the executive 
committee of the National Association. 
he Reverend John Thompson, pastor 
of the Chicago Temple, and a noted 
epeaker, will address the convention on 
‘€ opening day on “How Adequate 
-lle Insurance Will Decrease the de- 
pendency, __illiteracy, poverty and 
“rime.” William F. Crawford, general 
Chin of se Equitable Life of Iowa in 
ago a g $ 
ee as been named sergeant-at- 
athe real business of the National 
sociation will actually commence on 
uesday evening, Sept. 4 at 8 p. m., 
(CONTINUED ON PAGE 25) 








PRESIDENT IS OUSTED 


CONTROVERSY COMES TO HEAD 


Directors of United Life & Accident of 
Concord, N. H., Elect Hollis to 
Succeed Jameson 


CONCORD, N. H., Aug. 27.—Presi- 
dent Silas W. Jameson of the United 


Life & Accident of Concorn, N. H.,, 
was ousted from office last week by 


the directors as the result of a quarrel 
of some months past in which President 
Jameson and one or two directors are 
alleged to have tried to secure con- 
trolling stock in the company with a 
view to placing the same in possession 
of the North Atlantic Securities Cor- 
poration, recently organized by Presi- 
dent Jameson, as a holding company. 
Jameson is also organizer and presi- 
dent of the Northeastern Life, or- 
ganized about 18 months ago with the 
announced intention of writing group 
insurance. Both the North Atlantic 
and Northeastern Life have offices in 
the building adjoining the United Life. 
Hollis Succeeds Jameson 


Allen Hollis, vice president and gen- 
eral counsel of the United Life & Ac- 
cident, was elected to succeed Mr. Jame- 
son and Robert J. Merrill, former in- 
surance commissioner of New Hamp- 
shire, was elected vice president, and 
will be acting head of the company un- 
til Mr. Hollis returns from Europe 
next month. 

The deposed president of the United 
Life declined to make any statement 
other than to say that “he would make 
his answer next January when the an- 
nual meeting of the stockholders is 
held.” This was taken to iridicate that 
he has succeeded in obtaining a major- 
ity of the stock, but the directors’ meet- 
ing held here today privately expressed 
the belief that Jameson has not a ma- 
jority of the stock, 

Mr. Jameson made it apparent that 
he intends to continue the fight against 
the directors and said he might make 


a statement later. Only two of the 
board of directors of the United Life 
are understood to be standing with 


him, Dr. Robert J. Graves of Concord, 
general medical director of the com- 
pany, and Walter F. Porter, of Keene, 
both of whom are reported to own 
stock in the North Atlantic. 


Directors Ousted President 


The directors who voted to remove 
Jameson from the presidency included 
Senator Henry W. Keyes, Former Gov- 
ernor Rolland H. Spaulding, Former 
Congressman Eugene E,. Reed, and 
Former Insurance Commissioner Rob- 


ert J. Merrill, This group has 12 of 
the 15 directors on the board. After 
the meeting, Vice President Merrill 
gave out a copy of a letter to be sent 
to the stockholders as a statement of 
the company’s position. The letter 
stated: 


“Recently you received a letter from 
us in regard to the attempt through 
solicitors and otherwise to prevail upon 
you to give up your United Life stock 
for stock in a holding company, re- 
cently formed, called the North Atlantic 
Securities Corporation. Further devel- 
opments in that matter and subsequent 





TUCKER IS PRESIDENT 





ELECTED HEAD OF BERKSHIRE 


Directors Take Quick Action in Organ- 
izing, Following the Death of 
William D. Wyman 


BOSTON, MASS., Aug. 29. 
H. Tucker, president of the 
National Bank since 1906 and director 
of the company for several years, was 
yesterday elected president of the Berk 
shire Life, to succeed William D. Wy 
man, who died a week ago. Attorney 
John Barker, son of the late Justice 
James Madison Barker of the Supreme 
Court, general counsel of the company, 
will retire from private law practice to 
become Vice-president of the company 
and will give all his time to insurance 
For 30 years Mr. Tucker was Berkshire 
county treasurer, an office his father and 
grandfather held before him. 


George 
Pittstield 


Some work formerly handled by 
Mr. Wyman has fallen to Robert H. 
Davenport, secretary of the company. 


The board of directors of the Berkshire 
acted promptly in choosing a presi- 
dent, for the reason that the company 
was without an official head, and with- 
out an active vice-president. Frederick 
H. Rhodes, general agent of the 
company at New York City, who 
was elected vice-president recently will 
not take up his duties at the home office 
until Oct. 1. Winfield S. Weld, for 
years superintendent of agencies, died 
some months ago and hence, there re- 
main at the home office no officials who 
are closely familiar with field conditions, 
who have had frequent contact with 
agents, and who are, in brief, executives 
who are in touch with the whole outside 
field of life insurance. 

Members of the Berkshire Life fam- 
ily have not yet reconciled themselves 
to Mr. Wyman’s sudden death. Mr. 
Wyman was a man beloved by all con- 
nected with the Berkshire Life. He was 
a hard worker. He had in fact, taken 
no vacation worthy of the name for 
several years. This year, he decided to 
go to the old Wyman homestead at 
Hillsboro, N. H., which he recently pur- 
chased and which is now occupied by 
his sister. He had concluded to take a 
month’s vacation and get a good rest. 


He had been at Hillsboro but a few 
days when he was suddenly stricken 
with apoplexy one evening shortly 


after dinner, and died within two hours 
after the beginning of the attack. Mr. 
Wyman had never complained of heart 
trouble in the past. It is the belief 
of some that his close application to 
work, and his failure to relax and take 
a vacation in recent years may have 
contributed to the impairment of his 
heart. 





ce WJ _ ~~ ~~ —— 
information in relation thereto have 
made it necessary for the board of di- 
rectors to remove Silas W. Jameson as 
president of the United Life. 

“Allen Hollis, vice president, general 
counsel and a director, has been elected 
president and Robert J. Merrill, secre- 
tary of the company and a director, 
has been chosen vice president. 

“We believe that it is for your best 
interest to hold on to your United Life 

(CONTINUED ON PAGE 17) 





GANSE IS SPEAKER AT 
CANADIAN CONVENTION 


Addresses Life Underwriters 
Annual Session at Montreal 


This Week 


in 


TELLS GREATEST ASSET 


Says Agent Can Find Greatest Aid in 
Prospect Himself—Outlines De- 
velopment in Selling Methods. 


MONTREAL, CAN. Aug. 29.— 
Franklin W. Ganse, manager of the 
home office agency of the Columbian 


National Life at Boston, was a speaker 
before the opening session of the an- 


nual convention of the Life Under- 





—— 











GANSE 
Boston Manager, Columbian National 


FRANKLIN W, 


The Greatest Asset 


writers Association of Canada, opening 
here today and continuing through this 
week. Mr. Ganse spoke on “Our Great- 
est Asset,” taking this to the 
dual factors of desire and procrastina- 


Mr. 


mean 


tion on the part of the prospect. 
Ganse spoke as follows: 

“Our greatest asset as life under- 
writers is a ‘double header,’ just as is 
often the case with other professional 
men. What is the great asset of the 
trial lawyer, for example? It is the 
double fact consisting of his client’s de- 
termination to insist upon his legal 
rights and his inability to get them 
without professional assistance. In like 
manner our greatest assets consist in 
two outstanding facts, which I will 
state in positive terms and without fear 
of contradiction: The desire of every 
real man to leave an estate to his fam- 
ily; and his tendency to put off taking 
the necessary steps. By the second 
point I mean more than the delay due 
to the feeling of a thrifty man that it 
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will take time to save and accumulate 
a respectable estate. It is the natural 
tendency to put off everything connected 
with one’s death, the best illustration of 
which is putting off the execution of 
one’s will—at the same time one of the 
most necessary and simple and one of 
the most prevalent examples of human 
procrastination. 

“If successful men generally wanted 
to leave small estates, and always kept 
them checked up and in good order, the 
asset I claim as so valuable could be 
carried on our books at zero. If the 
contrary claim is admitted, we have 
abundant raw material at hand to be 
developed according to our industry and 
ability. 

Selling Art Advanced 

“This development has broadly fol- 
lowed three lines in the recent history 
of life insurance field work, of which the 
third is by far the most important and 
the least used by most of us. 

“Up to four or five years ago we were 
all selling life insurance to replace lost 
earning power in case of premature 
death—mostly providing estates on the 
installment plan for those who could not 
be sure of them otherwise. This was 
and is most necessary and must go on, 
but only as part of our real job. 

“Then, a few years back, we began 
to underwrite the needs of our pros- 
pects. This was a great step forward, 
and has much to do with the larger vol- 
ume of our business, because we can 
only cover more and deeper needs with 
more and greater policies. In what I 
emphasize as a third phase I certainly 
would be the last to belittle the part 
which meeting needs, and making poli- 
cies fit needs, must always play in our 
future work. 

“And yet our broader work, which 
includes all and more than all that we 
have ever done thus far, is putting es- 
tates in order. Following the new 
nomenclature of some other lines of 
negotiating salesmanship, we might call 
ourselves estators. 

“Successful men plan their work in 
advance. They know what they owe 
and how they expect to meet it. Their 
success is usually in proportion as they 
look ahead and plan ahead. But they 
leave their estates, in spite of their deep 
interest in them and their families, un- 
planned and uncertain, unless some 
skillful and strong-willed adviser per- 
suades them.to put their estates into 
the best possible order and to keep them 
there. 

Definite Plan of Procedure 


“The principal steps might be out- 
lined as follows: 

“1—-Making the most of the present 
estate, no matter how small (methods 
of payment of present life insurance 
often vital.) 

“2—-Adding new life insurance if 
needed, based upon real needs and care- 
fully fitted. 

“3—Careful study of inheritance 
taxes on life insurance and other assets. 

“4--Changes in investments, location 
of assets and beneficiaries to accom- 
plish best results for estate. 

“5—Consider advisability of a life in- 
surance trust. 

“6—Plan definitely for meeting in- 
heritance taxes and have executor and 
attorney understand wishes fully. 

“7—Periodical checking up of estate 
along all lines in view of changes in 
assets and taxes and possible changes 
of beneficiaries. 

“8—QOutline investment and reinvest 
program for family and make sure they 
understand it (including methods of 
payment of life insurance proceeds.) 

“9—Consider placing part of or whole 
estate in trust for beneficiaries, espe- 
cially women and children. ‘ 


Great Value in Selling 


“A fundamental proposition as to 
‘putting estates in order’ relates back to 
our double-headed asset idea. Almost 
every successful man, no matter how 
small his present income and estate, has 
not put the latter in really good order, 
and will react most favorably to offers 
of intelligent help. As that help is 





SIDELIGHTS ON COMMISSIONERS’ MEETING 








commissioners involving those 

prominent in the Insurance Com- 
missioners Convention taken place in 
the period between two sessions as has 
occurred since these officials met at 
Swampscott. Savage of Iowa, Donald- 
son of Pennsylvania, Hobbs of Mas- 
sachusetts, Whitman of Wisconsin, 
Mansfield of Connecticut, Smith of 
Maine, Donahue of New Hampshire, 
Ramey of Kentucky are among those 
who have been succeeded by new com- 
missioners, Mr. Donahue and Mr. Smith 
having passed to the Great Beyond. 
Nearly all of the retired commissioners 
were important and guiding officials in 
the convention at Swampscott. Messrs. 
Hobbs, Donaldson and Ramey. were at 
the Minneapolis meeting, all having 
identified themselves with insurance ac- 
tivities. 


G ‘commis have so many changes in 


x * * 


The American Bar Association was 
scheduled to meet in Minneapolis the 
week following the commissioners’ con- 
vention and some of the legal lights of 
the companies and company organiza- 
tions present with the state officials re- 
mained over for the meeting of attor- 
neys. 

* *k x 


Ex-Commissioner Burton Mansfield 
of Connecticut is being considered by 
Democratic leaders in that state as a 
likely nominee for governor. Mr. Mans- 
field is a well known and powerful 
figure in Connecticut business and po- 
litical life and Republicans concede that 
he might upset the Nutmeg state from 
its traditional resting place in the Re- 
publican column. 


*x* * * 


Howard P. Dunham and A. S. Cald- 
well, new commissioners respectively 
in Connecticut and Tennessee, are 
ro strangers in the insurance atmos- 
phere. Mr. Dunham is well known as 
the editor of an encyclopedia on insur- 
ance which is a standard authority and 
Mr. Caldwell was formerly in the life 
department of the Provident Life & Ac- 


cident of Chattanooga. Both commis- 
sioners were on the program, 
“oe @ 


Harry L. Conn, appointed commis- 
sioner in Ohio, early this year, has al- 
ready taken a recognized place among 
the strong men in the convention. His 
paper, outlining a method for dealing 
with the writing of insurance in un- 
authorized companies, was the most 
constructive discussion of this vexa- 
tious problem which the convention has 
heard, according to those who have 
been regular attendants for many years. 
He was made chairman of the commit- 
tee on laws and legislation by Presi- 
dent Fishback. 

x * * 

New commissioners present included 
H. P. Dunham of Connecticut, W. R. 
C. Kendrick of Iowa, A. M. Wash of 
Kentucky, S. W. McCulloch of Penn- 
sylvania, A. S. Caldwell of Tennessee 
and W. Stanley Smith of Wisconsin. 
Mr. McCulloch of course is no stranger 
to the convention, having served in the 
Pennsylvania department for 40 years, 
part of that time as acting commis- 
sioner. 

. ¢ = 

Mr. McCulloch is not given to much 
speech making but he could not have 
spoken had he wanted to when his 
friends at the convention presented him 
with an array of presents including a 
mantel clock, a scarf pin, cuff buttons 
and other tokens of their respect and 
esteem. For a moment his emotions 
had the best of him. Mr. McCulloch 
has been in the Pennsylvania depart- 
ment since 1883. The presentation re- 
marks were made by former Commis- 
sioner Donaldson. 

x *k x 

Charles W. Williams, president of the 
Western & Southern Life, motored 
from Cincinnati to the Convention. 
Local officials at one point on the route 
did not appreciate the eagerness of Mr. 
Williams to greet his friends in Minne- 
apolis and suggested in the usual way 
that an hour or two of difference in 
time of arrival would be more satisfac- 
tory to them. 








DOES NOT HAVE TO PAY SUM 





President Peabody of The Mutual Life 
of New York Tells About Austrian 
Suit 





President Charles A. Peabody of the 
Mutual Life of New York in comment- 
ing on a dispatch from Vienna to the 
effect that the suit brought by the Vi- 
enna Deposit Bank against the com- 
pany to force payment of drafts amount- 
ing to $300,000 has been decided in 
favor of the Mutual Life by the Aus- 
trian Supreme Court, said that the 
Austrian government had attempted to 
force the company’s Vienna agents to 
draw drafts on the Mutual for the 
amount named. The amount had been 
deposited for the Mutual Life during 
the war in connection with the sale of 
Austrian war bonds. The dispatch 
stated that the plaintiff had falsely in- 
terpreted the Mutual Life position in 
the matter. Commening further he 
said, “We did not want the bonds and 
we would not pay the draft. There- 
upon the Vienna bank brought suit. The 
highest court of Austria decided the 
suit about two weeks ago. Nobody is 
hurt if the bonds are worth what they 
cost.” 








fact usually forces itself to the front, 
that the estate needs either enlargement 
or protection—often both. In such a 
juncture could you suggest the abso- 
lutely best way to enlarge and protect 
it? Then are you willing to qualify 
yourself for such professional service 
and thus through ‘our greatest asset’ 





given, with real knowledge and skill, 
the fact always becomes apparent, in 


increase both your own and your 
/ Client’s cash assets?” 





SEES USE OF SURETY BONDS 





Standard Life of St. Louis Tells Why 
It Desires This Form of Agency 
Protection 





The Standard Life of St. Louis com- 
ments on the use of surety bonds on 
part of agents. The Standard says that 
it has as reliable an agency organization 
as any other company. The adoption of 
the rule requiring surety bonds is not 
a reflection on the character of an agent 
but is simply a business-like procedure. 
Every agent of good character, the 
Standard Life says, can readily qualify 
for a surety bond. The company 
acknowledges that it has suffered losses 
in the past because of its practice of 
employing agents without bond. This 
fact alone, it declares, justifies its action 
in adopting the bonding rule. The 
Standard says, “It may be said that if 
all agents had been bonded in the past, 
those who have gotten into serious diffi- 
culties over the adjustment of their ac- 
counts would never have had the slight- 
est trouble.” 


Takes Out Big Business Policy 


NEW YORK, Aug. 29—The Pru- 
dence Bond Corporation of this city has 
taken out $1,000,000 insurance on the life 
of its President, William M. Greve, in 
favor of the corporation. Mr. Greve, 
who is 39 years of age succeeded to 
the presidency of his concern only a 
few months ago. The insurance is all 
written on a 10 year term basis, and 
was not handled by any one agent, 
Mr. Greve having favored a number of 
agents of his acquainance. 





CHANGE IS SUGGESTED 





WOULD RELIEVE PRESIDENT 





Chief Executive of National Association 
to Conserve Time and Energy, is 
Bishop’s Plan 





The office of president of the National 
Association of Life Underwriters has 
now developed into a position that takes 
practically all of the time and energy 
of the incumbent, thus bringing great 
financial loss to him and danger of per- 
manent injury to his personal business. 
The recent office holders have con- 
stantly given more of their time to the 
work and the cross-country tours have 
become established custom. It has be- 
come such a task that it is now difficult 
to get the big agency men of the coun- 
try to take the office and in the pre-con- 
vention campaigns in various sections of 
the country the position has been em- 
phatically rejected by several who were 
boomed for office. With this thought 
in mind, a suggestion for revamping 
the program of the office has been 
made by L. Brackett Bishop, Chicago 
manager of the Massachusetts Mutual 
and former president of the National 
Association, who says: 

Overwork Is a Problem 


“As the time of the convention ap 
proaches when a new president is to be 
elected for the National Association oi 
Life Underwriters, the question comei 
up as it has often done before. How 
can the burdens of the presidency be 
lightened? and I have no doubt that 
the executive committee will consider 
this matter at the approaching conven- 
tion. The recent death of President 
Harding has made the over work oi 
executives a national problem. 

“The great number of life underwrit- 
ers’ associations make it manifestly 
impossible for a president, as in_ the 
past, to visit most of the associations. 
The time taken away from the new 
president’s regular business and _ the 
financial cost to him are also to be 
thought of. 


. Present Conditions Handicap 


“Many life insurance men who would 
ably fill. the position of president are 
prevented from doing so by the difficul- 
ties of following in the footsteps of their 
predecessors. It is hoped that before 
long a president will be elected who 
will be able to do the work largely from 
his own office, making perhaps two 
trips a year of two weeks each as the 
maximum of time away from his office 
writing monthly letters to the presidents 
of all the associations and perhaps pro 
moting a national membership week, the 
same week every year, in which the 
great effort should be made by all ass 
ciations to increase their membership 
thus doing away with the haphazard 
way that has been taken to increase the 
membership in the past, some president 
making a specialty of it and others pay 
ing but little attention to it. 

“Another suggestion would be that 
instead of visiting many of the associé 
tions, on some given night the presr 
dent could broadcast a speech all over 
the country where there are facilities 
and have a!l the life underwriters’ ass 
ciation have a local meeting on th® 
night to listen to the speech of th 
president.” 


Two Cars from Eliason Agency 


Tom Jardine, the Twin City manage 
of the big A. O. Eliason agency o! the 
Minnesota Mutual Life, is planning to 
two cars of the leading St. Paul ofc 
producers to the northwest conventio® 
of the National Association of Life U* 
derwriters at Chicago. : 

It is anticipated that there will be 
about 25 representatives of the Minne 
sota Mutual in attendance at the © 
vention at the expense of the compat! 
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H. 0. FISHBACK AGAIN 
HEADS COMMISSIONERS 





Washington State Official Re- 
elected by Convention at 
Meeting in Minneapolis 


FEW LIFE QUESTIONS UP 





Only Two of the Papers Presented 
Dealt Directly With Such Topics— 
Resolutions Adopted 


NEW OFFICERS ELECTED 
President, H, 0. Fishback, Washington, 
First vice-president, J. C. Luning, Flor- 
ida. 

Second vice-president, Sam McCulloch, 
Pennsylvania. 

Secretary, Joseph Button, Virginia, 

Executive Committee—F. R. Stoddard, 
New York, chairman; W. N. Van Camp, 
South Dakota; T. M. Henry, Mississippi; 
George W. Wells, Jr., Minnesota; Bruce 
T. Bullion, Arkansas; T. J. Houston, Illi- 
nois; Stacey W. Wade, North Carolina, 


No vital issues affecting life insur- 
ance were before the 54th annual Con- 
vention of Insurance Commissioners 
which concluded its sessions in Minne- 
apolis last week. The interest of the 
Convention was centered almost entirely 
on problems of the fire insurance busi- 
ness, all of which is a happy augury for 
life insurance. 

Only two papers touched directly on 
the life companies’ interests. One of 
was on “Insurance Waste by 
Giving Credit and by Return of Policies 
Cancelled,” read by Commissioner W. R. 
C. Kendrick of lowa and the other was 
that on the “Issuance of Limited Pay- 
ment Certificates by Fraternal Benefit 
Societies,” presented by Commissioner 
John W. Walker of Utah. Both of 
these were considered by the conven- 
tion Wednesday afternoon and evoked 
no spontaneous’ discussion. While 
Commissioner Kendrick and Commis- 
sioner Dunham of Connecticut both em- 
phasized that the waste involved in re- 
turn of policy and credit extension was 
least expensive in the life business and 
most easily controlled there, many 
were frankly astonished at the figures 
presented by the Iowa Commissioner 
showing the losses of life companies 
irom this source. These figures were 
given in last week’s issue. 


these 


Unauthorized Insurance Problem 


A resolution suggesting that Congress 
be urged to pass legislation prohibiting 
use of the mails for solicitation of insur- 
ance by companies unauthorized to 
write by state licenses was referred to 
the executive committee. The commit- 
tee which was to consider advisability 
ot seeking a federal charter for the Na- 
tional Convention of Insurance Commis- 
Siloners advised against seeking such a 
charter now and was discharged upon 
its own suggestion. A proposal of 
Commissioner McMahon that regional 
conterence of commissioners be organ- 
ized was defeated. 

President Fishback announced that a 
committee composed of Commissioners 
Smith, Conn, and Stoddard was in touch 
with the committee on uniform laws of 
the American Bar Association, then in 
Session in Minneapolis, and would 
endeavor to find effective methods of 
cooperation. 
he usual resolutions authorizing the 
‘ommittee on valuations and securities 
0 publish the book of values was 
adopted. The report of this committee 
*mphasized that companies should list 
Securities purchased or loaned on 
‘Tom Oct. 1, 1922 to Sept. 30, 1923, stat- 
‘ng that an improvement in fulfilling 


GREAT FIELD IS SEEN 


CATHLES DISCUSSES OUTLOOK 


President of New Life Reinsurance 
Company Tells of Need for Wider 
Facilities Along That Line 


NEW YORK, Aug. 28.—Lawrence 
M. Cathles, president of the North 
American Reassurance, a recently 


formed life reinsurance company, has 
just returned from a two months’ trip 
in Europe. Mr. Cathles is enthusiastic 
over the possibilities of his company 
and believes that the business of rein- 
surance by specializing companies is 
certain of a big growth. He said that 
the time will come, in his opinion, when 
all life reinsurance business will be car- 
ried on by companies of this kind rather 
than, as it is today, an exchange of 
reinsurance between companies as a side 
line. He says that most of the com- 
panies that are doing a reinsurance 
business today have been forced to do 
so in order to gain similar accommoda- 
tions elsewhere and most of them would 
welcome facilities which did not neces- 
sitate the maintaining of such a depart- 
ment. 
Need Greater Facilities 


Mr. Cathles said that the small and 
medium sized companies must have 
greater reinsurance facilities. The bet- 
ter agents are continually bringing in 
big policies and like to have the entire 
contract written in their own company. 
He said that the first time an agent 
brings in a $100,000 policy he probably 
accepts the company’s explanation and 
willingly seeks to place part of it else- 
where. However, about the third time 
this happens he begins to feel that he 
should have connection with a company 
that can take care of his business. He 
feels that he is going to continue to 
write big contracts as a regular thing 
and looks around for a connection that 
will handle his business the way he 
wants it handled. 

Mr. Cathles believes that the special- 
izing company is the answer to this 
problem. His company will start out 
with a capacity of $100,000 on a single 
risk. Permanent offices for the company 
have been secured on the 17th floor of 
119 William street, which will be occu- 
pied after Sept. 1. At present the com- 
pany is housed with the Prudentia, a fire 
reinsurance organization. 


all reports were not yet satisfactory in 
that respect. 
Harding Memorial Resolution 


Just before election of officers Thurs- 
day morning resolutions on the death 
of President Harding were presented 
by ex-Commissioner A. I. Vorys of 
Ohio and adopted by the Convention. 
A suggestion of Commissioner Mc- 
Mahon that the election take place in 
executive session was not well received 
by the commissioners and the election 
took place as usual in open meeting, 
and as no contests developed, all elec- 
tions were by unanimous vote cast by 
the secretary. 

A short open session Thursday after- 
noon concluded the convention. The 
Astor Hotel in New York City and Dec. 
4 were set as the place and time for the 
December meeting. The laws and legis- 
lation committee will convene one day 
earlier at the call of its chairman, H. L. 
Conn of Ohio. 


William H. Flynn Dead 


William H. Flynn, superiritendent of 
the Baltimore Life at Baltimore, Md., 
died Saturday at his home after an ill- 
ness of almost a year. Mr. Flynn had 
been associated with the Baltimore Life 
for 33 years. He was 55 years old at 
the time of his death. He was well 
known in sport circles and prominent 
politically, 





LIFE INSURANCE EDITION 


REINSTATEMENT PLAN 


COCHRAN SUBMITS CLAUSE 


Colorado Commissioner Discusses With 
Company Men Provision Regard- 
ing Evidence of Insurability 


During the Insurance Commissioners’ 
Convention in Minneapolis last week the 
presidents and attorneys of a number of 
life companies and the counsel of the 
two life company organizations met 
with Commissioner Cochrane of Colo- 
rado to talk over with him the sugges- 
tion which he has made relative to 
stamping on all their policies issued in 
Colorado the following: 

“Under the reinstatement provision 
hereof, evidence of insurability shall 
apply exclusively to the risk revived.” 

Commissioner Cochrane’ explained 
that he wanted to protect beyond all 
question the’ policyholder against los- 
ing any part of reinstated insurance by 
a charge of fraud brought on the basis 
of any transactions, answers of the 
risk or occurrences after the risk was 
originally passed on. He was assured 
that no company was doing anything of 
the kind and the result of the conference 
is that the counsel of the two company 
organizations are to submit briefs sus- 
taining that contention. 


Colorade Commissioner’s Letter 


The original letter of the Colorado 
commissioner addressed to all com- 
panies licensed in the state read: 

“Preliminary to an order by this de- 
partment, the following is submitted for 
consideration and discussion: 

“The reinstatement provision of all 
endowment forms shall be so modified 
that evidence of insurability may be re- 
quired only for any accident, disability 
or other benefit (except death and pure 
endowment), whenever all the endow- 
ment part of the defaulted premium pur- 
chases merely pure endowment or both 
pure endowment and one more 
such unexpected benefits. 

“To accomplish the aforesaid require- 
ment and avoid the expense of new is- 
sues, the following clause to be stamped 
upon the policy is suggested: 

“*Under the reinstatement provision 
hereof evidence of insurability shall, 
with the exception of pure endowment 
apply only to a forfeited benefit.’ 

“Your early attention is requested.” 


or of 


Supplementary Clause Submitted 


Later this letter went forward: 


“Superseding our letter of March 23, 
it has been decided, on account of its 
importance, to carry the question of 


‘evidence of insurability under reinstate- 
ment’ to its logical conclusion. Ac- 
cordingly the following to be 
stamped on all policy sub- 
mitted for consideration discus- 
sion: 

“*Under the reinstatement provision 
hereof evidence of insurability shall 
apply exclusively to the risk revived.’” 


clause, 
forms, is 
and 


Farm Mortgage Bankers to Meet 
3ankers Associ- 
hold its annual 


The Farm Mortgage 
ation of America will 
convention at West Baden, Ind., Sept. 
18-19. This convention will draw a 
strong representation from life insur- 
ance offices, one company having regis- 
tered seven delegates. Subjects of great 
interest to the investment departments 
of she life insurance companies will be 
discussed and one life insurance execu- 
tive is on the program. Archibald M. 
Woodruff, vice-president of the Pruden 
tial, will speak on “Why Life Insurance 
Companies Invest in Farm Mortgages.” 
The address of welcome will be given 
by Governor Warren T. McCray of In- 
diana. During the two-day session 
there will be many open discussions and 
question boxes, in which the present 
conditions and outlook on farm mort- 
gages will be covered. 


COMPANY ASSISTANCE 
IN ADVERTISING GROWS 





Bureau, Upon Investigation, Finds 
Use of Direct-Mail Aid 
Extended 


SEES BENEFITS IN PLAN 


Believes Sales are Stimulated and Work 
Facilitated Though Some Objec- 
tions Are Voiced 





NEW YORK, Aug. 22.—Designating 
the custom of many home offices of as- 
sisting their agents by direct mail adver- 
tising, as a sign that the home office 
and the agent are working as a unit to- 
day in facing the public, the Life Insur- 
ance Sales Research Bureau of this 
city has compiled a complete report on 
company practices in circularizing. The 
survey shows that, of the 57 companies 
reporting to the bureau, 30 are now en- 
gaged direct by mail work and 5 
others are planning to take it up. This 


method, says the Bureau, was introduced 
into life insurance business about 1912. 


in 


Locates New Fields 


The direct mail order is commonly 
used as a detecting device to locate, at a 
particular time, the points where there 
has arisen the greatest interest in the 
commodity or service to be sold, says 
the bureau. It enables the company to 
reach a large audience, all of whom re- 
ceive a story about life insurance, and 
a proportion of whom comprise a se- 
lected audience, as evidenced by the in- 
terest which this story arouses in them. 
It is to this selected audience that the 
agent addresses himself with the great 
hope of success. 

In general, says the bureau, there are 
three methods of circularizing used by 
the 30 companies. First is the introduc- 
tory letter system, which aims to pre- 
pare the way for the agent without ob- 
taining a definite reply. In using this 
method the companies require the agent 
to call on the person circularized. Eight 
companies follow this method. 

Second is the reply card system, by 
which the subject is not only introduced 
but an immediate favorable reply is 
sought. The majority of companies 
using this system, however, request the 
agent to call on all persons circularized. 
Twelve of the 30 companies follow this 
system. 

The third system is the reply card and 
gift system. A letter is used to offer 
a gift provided the reply card indicates 
the person’s age, thus facilitating the 
approach of the agent. Under this sys- 
tem, the majority of companies require 
the agent to call on only those who re- 
spond to the circularizing. These sys- 
tems are, of course, occasionally com- 
bined. 

Fine Plan of Value 


In determining whether or not the 
circularizing is worth while the Re- 
search Bureau has decided that the prin- 
cipal advantages are first, that properly 
directed circularizing makes an agent 
more systematic and more industrious, 
because the presence of a list of pros- 
pects whom he is to see creates in and 
of itself a tendency to work harder—it 
reduces the hours which might be other- 
wise persuading himself that a call is 
undesirable. 

Second, it is a distinct aid to the new 
agent because it has done a great deal 
toward putting new men on their feet, 
for whom the initial experience in fac- 
ing the negative reception accorded by 
many prospects, would have prevented 
the agent from getting a foothold or at 
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when he secured enough confidence to 
be really successful. The summary of 
the companies’ reports shows that cir- 
cularizing is used, in the majority of 
cases, largely by new agents. 

The third advantage is noted in the 
fact that several companies report that 
they believe their circularizing has been 
of value in tying the agent closer to the 
company. It is regarded as evidence 
that the company is standing behind the 
agent in his daily work. 

Many Indirect Benefits 


Fourth, a large amount of general ad- 
vertising is accomplished by reaching 
people who would never otherwise hear 
of this particular company. This may 
be cashed on at a later time and may 
help in conserving business. 

Fifth, this kind of advertising helps 
sell the job to the agent. He sees a 
distinct service that is offered to him in 
mastering his job. , 

Sixth, the purpose of circularizing is 
to secure new business, and, although it 
is difficult to analyze direct sales value 
apart from the agent’s follow-up, the 
result reported by a number of com- 
panies show that new business is se- 
cured by the method as a whole to a 
surprising degree. 

A number of companies have discov- 
ered disadvantages or objections to the 
direct by mail advertising. These com- 
panies say that it is the work of the 
agent to secure prospects and that his 
self-reliance will be reduced and im- 
paired if the company builds up a sys- 
tem by which his prospects are found 
for him and partially at least persuaded 
of the advantages of taking out insur- 
ance. It is believed by many that direct 
by mail work is today somewhat losing 
its power because the enormous number 
of circular letters which are distributed 
to the public. This results in the public 
paying less attention to such advertis- 
ing. They say that a letter or circular 
cannot sell insurance and merely results 
in crystallizing the prospect’s mind in 
opposition to life insurance. Such ad- 
vertising requires considerable amount 
of attention and supervision by the home 
office, with which some companies do 
not wish to be burdened. The expendi- 
ture required is not justified, they say. 


Bureau’s Views Given 


From its survey the bureau, however, 
has drawn the following conclusions in 
regard to somé of these arguments: “To 
say that the home office or general agent 
should give an agent no help at all for 
fear of diminishing his self-reliance 
would not, today, be held by any com- 
pany. The question thus resolves itself 
into the problem of determining how 
far to go with these helps. The selling 
of life insurance has certaintly been 
immensely strengthened and improved 
in the last twenty-five years, and in 
that period the helps given to the agents 
have greatly increased. Obviously, 
therefore, these helps have assisted 
rather than retarded the work of the 
agents, and circularizing undoubtedly 
falls within that group. 

“It must be admitted that this service 
can be overdone. A company can spend 
more money than is wise and it can 
actually make an agent feel that he 
should never go out on ‘cold canvass,’ 
but this service can also be of great 
assistance if handled wisely. 


Claim Mail Is Read 


“An argument that the public is 
reaching the point where circulars and 
direct by mail matter are not generally 
read is flatly contradicted by those who 
have given careful study to the question. 
They claim that from 80 to 85 percent 
of such letters are read. 

“The argument that circularizing culti- 
vates a negative attitude in the mind of 
the person addressed does not apply to 
those forms of circularizing which do 
not bring the prospect to a decision (in- 
troductory letter), and the satisfactory 
percent of positive returns from pros- 
pects who are asked for replies would 
justify the ignoring of the percent of 
prospects rejecting the proposition.” 











PROMINENT FIGURES WHO WILL TAKE 
PART IN THE BIG CHICAGO CONVENTION 

















DWARD A. WOODS, who is head 
E; of the Edward A. Woods Company 

of Pittsburgh, general agent of the 
Equitable Life of New York, is one of 
the foremost field men of the country. 
He served as president of the National 
Association of Life Underwriters and 
has been prominent in that body for 
many years. He has been head of the 
Woods Agency and has been connected 
with the Equitable Life for 43 years in 
an uninterrupted association. At the age 
of 19, Mr. Woods took over the busi- 
ness of his father as representative of 
the Equitable in western Pennsylvania. 
Mr. Woods’ father was former chan- 
cellor of the University of Western 
Pennsylvania, now the University of 
Pittsburgh. He entered the business, 
therefore, doing office and clerical work. 
The Woods Agency is the leader of all 
Equitable agencies. It has under con- 
tract over 300 agents. Mr. Woods 
served as president of the National As- 
sociation in 1915-1916. Since that time 
he has been on the executive committee, 
now called the board of trustees. He 
has served as chairman of the commit- 
tee on salesmanship and for the last 
three years has been chairman of the 
committee on program. In 1922 he was 
on the committee on publications, the 
international council (Canadian and 
American) and a member of the com- 
mittee on educational standing. In 1921, 
he served as chairman of the committee 
on nationalization of the association and 
also chairman of the committee on uni- 
form state agents’ qualification laws. 
Mr. Woods is known for his forceful, 
analytical, convincing style both in 
speaking and writing. He is a born 
leader. The brilliancy of his attainments 
had been demonstrated to life men in 
many ways. 

He is prominent outside of insurance, 
being deeply interested in many lines of 
social service work. For three years he 
has served on the Pittsburgh Chamber 
of Commerce committee on social serv- 
ice. He is a graduate of Princeton and 
a few years ago received the honcrary 
degree of master of arts both at Prince- 
ton and the University of Pittsburgh. 

i 


ORN in New York state, educated 
in St. Louis, engaged in the practice 

of law and securing his insurance train- 
ing in Chicago, Franklin W. Ganse is, 
nevertheless, today as typical a Bos- 
tonian as one may find in a day’s round 
of Hub offices. Conservative, dignified, 
and polished in manners and _ speech, 
Mr. Ganse reflects his ministerial pater- 
nity, and brings to his position as head 
of the home office agency of the Co- 
lumbian National Life the cumulative 
results of his legal work and intensive 
study of the problems of business life. 
Mr. Ganse had been a wholesale drug 
salesman in St. Louis before he went to 
Chicago to gain admission to the IIli- 
nois bar and practice his profession in 
that city. He married a relative of 
President W. B. Woodbridge of the Co- 
lumbian National Life in Chicago and 
four daughters were born to him there. 


From Law to Insurance 


President Woodbridge convinced Mr. 
Ganse he was better fitted for the insur- 
ance business than the practice of law 
and L. Brackett Bishop, afterward presi- 
dent of the National Association of Life 
Underwriters, of Chicago, took Mr. 
Ganse in charge and grounded him in 
the fundamentals of the life business. 
Mr. Ganse became manager of the ‘Chi- 
cago office of the Columbian National 
in September, 1903, and retained that 
position until June, 1905, making it the 
leading general agency of the company. 
He declares he would have been a 
wealthy man today if he had remained 
in Chicago, but he was appointed direc- 
tor of agencies and went to the home 
office in Boston. In 1910 he resigned as 
director of agencies to become manager 
of the home office general agency, and 
he has brought this office up to the 





highest point of efficiency until it leads 
most of the big cities of the country, 
standing first in combined paid produc- 
tion for 1923 and renewal of 1922 and 
fourth in renewal of 1922 business alone, 
for the first five months of the present 
year. 
Inheritance Tax . Expert 


According to Mr. Ganse there are 
three kinds of insurance salesmen, which 
he classifies as follows: The agent, who 
sells insurance policies to replace earn- 
ing power and generally gives good 
service, too; the underwriter, who 
analyzes his prospect’s needs and pro- 
tects them properly on a well digested 
plan, and the counselor, who creates, 
builds up and protects estates and makes 
sure that they are left in the best pos- 
sible condition. 

To one acquainted with Mr. Ganse 
personally or by reputation it is super- 
fluous to note to which class he belongs. 
For some years now he has devoted 
himself to putting estates in order. He 
has an encyclopediac knowledge of in- 
heritance tax problems, frequently takes 
issue eyen with the authorities at Wash- 
ington and has been influential in bring- 
ing about some favorable rulings. Of 
course he never forgets the fortunate 
relation which life insurance protection 
has to these problems. And yet so gen- 
eral has become his reputation along 
this line that many business men, and 
even wealthy aged ladies of New Eng- 
land, frequently send for Mr. Ganse to 
“put their estates in order” where there 
can be no possibility of life insurance 
consideration. 

As a fluent speaker Mr. Ganse con- 
tributed to the Liberty Loan and Red 
Cross campaigns as one of the four-min- 
ute speakers. He is active in Y. M. C.A. 
work. He was with the Chicago Asso- 
ciation, has been a frequent speaker 
before the National Association of Life 
Underwriters and has just had the honor 
of being the only underwriter from the 
States to address the Canadian Life 
Underwriters Association. He has con- 
tributed many articles on life insurance 
to periodicals, is co-author of the well- 
known book, “Your Estate Intact,” and 
has published several other books on 
life insurance matters. 

* * * 


O follow a busy business man into 

his home or invade the quieter hours 
of his business life and carry to him 
the great importance of life insurance 
as a necessary protection for his family 
or his business through extremely care- 
fully prepared and effective literature 
has for some years now been the dom- 
inating feature of the methods of Earl 
G. Manning, a live wire connected with 
the live wire general agency of Paul F. 
Clark of the John Hancock Life in Bos- 
ton. 

A casual glance at the shelves behind 
Mr. Manning’s desk in the Devonshire 
street office in Boston would give one 
the impression he was the most pro- 
lific short story writer in America. Mr. 
Manning has been with the John Han- 
cock only about a year, going from the 
Provident Mutual Life, where he was 
supervisor of agencies, early last year, 
yet in that time have been added to the 
book shelf “A Properly Anticipated 
Event,” “Like Father Like Son,” “Es- 
tate Creation Through Life Insurance,” 
“Those Dangerous Fifties” and “Estate 
Conservation and Life Insurance 
Trusts.” There may be others, but the 
five mentioned showed no traces of 
dust. 

If one were to look along a little 
farther he would find other handsomely 
printed and illustrated booklets, “Fif- 
teen a Week the Minimum,” “The 
Woman’s Point of View,” “Matter of 
Good Business,” “Uncle Sam Says Fifty 
a Month,” “A Reasonable Objective,” 
“The Living Cost,” “Two Kinds of Es- 
tate,” “The Insurance Rational,” “The 
Element of Safety in Life Insurance,” 
“This Question of Insurance,” “The 





Human Asset in Business” and so on 
ad infinitum. 


Impressed by Agent’s Arguments 


Earl Manning went to Boston from 
Worcester, where he was born and at- 
tended Worcester Academy, to become 
a buyer for a drug company. Then he 
had charge of production for a manv- 
facturer of surgical specialties. Vernon 
B. Swett of Hammer & Swett, Boston 
agents of the Provident Life & Trust, 
had insured Mr, Manning seven or eight 
times, mostly with endowment policies, 
He impressed upon Mr. Manning that 
every time he got a “raise” he should 
invest at least a quarter of the amount 
in buying new insurance, mostly long 
term endowments. 

Mr. Manning says he was so im- 
pressed with the facts which Mr. Swett 
used in persuading him to take insurance 
that he believed he could make others 
take insurance on the same grounds. So 
he went with the Provident Life & 
Trust and it was but natural that he 
should have a strong inclination to de- 
velop the endowment side of the life 
business. He became supervisor of 
agencies in 1911 and filled that position 
until 1922 when he went with the John 
Hancock as associate in the Paul Clark 
agency. Eighty-five percent of his 
smaller business has been on the endovw- 
ment plan. 


Created Budget System 


After three years collecting material 
he created the Manning home budget 
system as an incentive to families to 
save for life insurance. Over 150,000 of 
these budgets were sold and distributed. 
He collaborated with Franklin W. 
Ganse in getting out “Your Estate In- 
tact.” He wrote some ten or twelve 
booklets which proved so effective busi- 
ness getters they were taken over by 
the National Association of Life Under- 
writers. 

That he was getting practical results 
from his literary work is attested by the 
fact that in the last twelve years he has 
averaged $1,250,000 of personal business 
annually, besides the business he has 
closed for others, which is not incon- 
siderable, and in the twelve years he has 
been in the business he has averaged 
to write $600,000 annually. This in the 
face of the fact that most of his time 
the past few years has been devoted to 
closing business for others. \ 

Mr. Manning has charge of the bro- 
kerage business in Boston and the dis- 
trict agencies outside Boston for thej 
Paul F. Clark agency. He has estab- 
lished branches in Lowell, Lynn, Law- 
rence and New Bedford and is active 
in those interests. Yet he finds time to 
turn out literature of unique character 
and intense value for the John Hancock, 
for what he is doing for the Paul F. 
Clark agency is being adopted by the 
whole John Hancock family as one of 
its most valuable assets. 


Results From Letters 


To show the methods of Mr. Man- 
ning one of his present activities may be 
noted. He has made a list of 3,000 lead- 
ing business firms in Boston, with all 
the necessary facts concerning their 
financial status. One hundred letters 
have been sent out weekly to these 
firms. The first letters got about a ) 
percent return. Mr. Manning had the 
letter heads engraved and enclosed 4 
stamped return card. The _ returns 
jumped to 30 percent. The letters 
aroused curiosity by careful wording 
and made offer of a booklet specially 
prepared to meet the needs of the bust 
ness house. One or another of Mr. 
Manning’s bdoklets would be sent whet 
the reply card came in. : 

The result—over $500,000 of business 
was written in the first month of S 
campaign from the firms solicited, am 
the start has only just been made. It's 
growing stronger and_ stronger. Mr. 
Manning’s literature has proven com 
vincing. 

Mr. Manning believes i 
tion and mail advertising, 
associates are reaping a 
amount of business from that source 
but it goes without saying that the fol- 
low-up booklets of Mr. Manning's 4 

(CONTINUED ON PAGE 7) 
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a ol Of course, you are going to attend the annual convention of The 
r. Swett National Association of Life Underwriters to be held in Chicago 
nsurance iM September 5-7. You will not miss the meeting if you can help it. It will 
Any 5 unquestionably be the most largely attended and inspirational gathering of 
Life & life insurance men in the history of the business. 

that he 

to de- IMI . ’ 

“the. lik But how about the men in your agency, many of whom will not 
risor of | be able to make the trip to Chicago? What benefit will they derive 
ia from the big meeting? After all, is it quite fair for you to be helped in a 
ul Clark MIM practical way by The National Association meeting if your men are to remain 

a his | practically uninfluenced by it? 
> cndow- 

° Of course it isn’t, but the point is that any life insurance man, whether 
material he attends the Chicago meeting or not, may learn all about it, may 
> budget familiarize himself with the best points developed at the meeting, and may 
nilies toi) learn the most practical and helpful arguments used in the selling demon- 
50,000 ot 
tributed. strations. 
cin W. 

In- ° . ° 
Sra cele lH How? By reading, the day after they are published, the convention 
ive best dailies which will be issued by THE NATIONAL UNDERWRITER. 
oUnden During the time that this important gathering of life insurance men is on 
THE NATIONAL UNDERWRITER will issue each day a full account of 
1 results WB} if just what took place at the convention that day. Nothing of consequence 
7 by ~ will be omitted. Selling arguments, ideas for the approach and the close, 
business actual solicitations as used by the biggest producers in the business will be 
| he has MR} f given in full. The interesting material will be “played up” attractively. 
. a There will be photographs and cartoons of the leading figures at the con- 
averaged vention. 
is in the 
Py ; ° . . . “Je 
oo In brief, any life insurance man who reads the three dailies to be pub- 
lished by THE NATIONAL UNDERWRITER will get from them 
rl - ! something of practical value—something that he can actually use the same 
for thel day that he reads about it. Why not see to it that those men in your agency 
1s estab- who are not going to go to the convention at Chicago are at least provided 
n, Le = Cee and interesting account of it?) THE NATIONAL UNDER- 
1S | *S editorial staff is going to exert itself to give its readers hi 
time toll - —s & oo 
Powe t account of the proceedings. These daily issues will go to all regular sub- 
Hancock, scribers, and will be distributed free at the convention. But we are thinking 
A ay ' now of the fellow who will be left behind, and who does not happen to be 
» aoa on our mailing list. Give him a boost. Let him receive some part of the 
inspiration of the convention that will unquestionably come to you who are 
to attend. Send us the names of some of your men to whom you want these 
(fr. Man- fly dailies sent. We will mail a copy out to each man on the list every day while 
$ may be | the convention is on. Prices are 
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SEES BRIGHT FUTURE 


———_—_ 


TELLS OF CANADIAN BUSINESS 


President Lawson of Life Underwriters 
Association of Canada Reviews 
Progress Made 


MONTREAL, CAN., Aug. 29.—The 
annual address of the president of the 
Life Underwriters Association of Can- 
ada, presented by President A. E, Law- 
son, contained a review of the associ- 
ation’s work and also a review of the 
development of the life insurance busi- 
ness in Canada during recent years. Mr. 
Lawson also spoke of the brilliant fu- 
ture in prospect for the business in Can- 
ada, setting as the most important fac- 
tor the tremendous growth of the coun- 
try that must come as a result of neces- 
sary immigration. He said, in part: 

Business Developed Rapidly 


“During the greater part of the last 
decade conditions developed to render 
our Canadian people unusually respons- 
ive to the life underwriters’ appeals. The 
psychological effect of the war situa- 
tion was a factor in stimulating busi- 
ness for the time. The outstanding fea- 
ture which that period evolved however 
was the widening of the market for 
larger lines of protection. The unusual 
expansion of the country’s trade entail- 
ing hazards to capital dependent largely 
on the guidance and ability of individu- 
als naturally caused, more especially the 
great creditor institutions, to appreci- 
ate the merit and desirability of life in- 
surance protection as essential collateral 
security for commercial ventures. The 
adaptability of life insurance to a di- 
versity of requirements in the financial 
program of the individual or corpora- 
tion has been fully demonstrated by the 
phenomenal demand for coverage. 


Setbacks Overcome 


“It is true that the trade disruption 
of the last several years caused by the 
extremely «disturbed state of affairs, 
chiefly in Europe, has had its effect 
on production. A change for the bet- 
ter, however, in important lines of in- 
dustry is reflected in the business writ- 
ten in many quarters, showing an in- 
crease over the corresponding period for 
the year 1922. The fact that business 
was for the past few years harder to 
write brought into operation the law of 
the survival of the fittest resulting in 
a purging of the ranks and the adop- 
tion of intensive methods. So much has 
and is being done by our companies in 
harmony with the policy and efforts of 
the life underwriters association to pro- 
mote selling efficiency that it is little 
wonder that production has been so well 
maintained and that the business of sell- 
ing life insurance enjoys an increasingly 
enviable reputation. , 


Canada’s Growth Seen 


“A presentation of the principal fac- 
tors in the problem of production can- 
not be given, but one at least demands 
mention, namely, that of immigration. 
The times may not have been propit- 
ious for the extreme introduction of 
new settlers within the last few years, 
but it is now surely time to loudly her- 
ald in proper directions the advantages 
of Canada. We need desirable and ex- 
tensive additions to our population as 
rapidly as they can be assimilated. To 
ensure their remaining we must foster 
and encourage them until they have a 
stake in the country. Why not make 
known, for example, the fact that less 
than 14 percent of the agricultural land 
of the west is under cultivation: that 
Canada has more miles of railway per 
capita than any country in the world; 
that her undeveloped resources in pro- 
portion to population doubtless exceed 
those of any country; that her institu- 
tions of all kinds are objects of pride, 
and that her laws are just. More pro- 
ducers, buyers, and tax payers are our 
country’s need. We as life insurance 
field men are vitally concerned about 





STATEMENT IS DENIED 
YORK MAKES AN AFFIDAVIT 


Cleveland Life Underwriters Associa- 
tion Has Sent a Reply to the 
Missouri State Life 


The Cleveland Life Underwriters As- 
sociation has sent to Vice-President 
Thomas F. Lawrence of the Missouri 
State Life an affidavit from John H. 
York, vice-president of the organiza- 
tion, pertaining to a conversation he had 
with E. B. Thurman, manager of the 
Missouri State Life at Cleveland. Sec- 
retary Clinton F, Criswell of the Cleve- 
land Life Underwriters Association in 
a letter to Mr. Lawrence says that Mr. 
York’s reputation and standing admit of 
no question and “absolutely refute your 
charge of misstatement and bad faith.” 
Mr. Criswell said that the Cleveland 
Life Underwriters Association is so sure 
that its position is right in the matter 
in controversy and that it is for the 
best interest of all concerned that it re- 
iterate its request that the Missouri State 
Life refrain from circularizing Cuya- 
hoga county agents. 

The Cleveland Life Underwriters As- 
sociation sent a protest to the Missouri 
State Life regarding the character of 
matter in its circularization of agents 
claiming that it led to twisting agents. 
The organization stated that Mr. Thur- 
man, the Missouri State Life manager at 
Cleveland, was not in sympathy with 
this campaign of advertising. In Vice- 
President Lawrence’s reply he stated 
that he was quite sure that Mr. Thur- 
man had been misunderstood as he 
was known to be in accord with the 
position of the Missouri State Life. 


Loss Ratio Mounted 


Mr. York’s affidavit is as follows: 
State of Ohio, County of Cuyahoga, ss. 

John H. York, being first duly sworn, 
states: 


That on or about the 7th day of June, 
1923, in a conversation had with E, B. 
Thurman, manager of the Cleveland, 
Ohio, office of the Missouri State Life 
Insurance Company, that in substance 
and fact the said Thurman stated that 
he did not approve of, or desire, his 
company to circularize agents of other 
companies to place with the Missouri 
State Life, brokerage business. 

The affiant further states that the 
foregoing statement made by him is true 
beyond peradventure of doubt. 

(L. 8.) John’ H. York 

Sworn to before me and subscribed in 
my presence, this 23rd day of August, 
A. D., 1923. I hereby certify that the 
affiant is personally known by me to be 
the person whose name is signed to the 
foregoing statement. 

(Signed) William C. Rhodes, 
Notary Public. 





Connecticut Mutual Figures 


The Connecticut Mutual Life contin- 
ues to receive a good volume of business 
for the month of August. The total is- 
sued business for 1923 up to the middle 
of August indicates a gain of more than 
22 percent over the corresponding 
period of 1922 and a gain of 6 percent 
over the same period in 1920. 

So far, $60,574,953 of life insurance 
has been issued, which is a gain of $10,- 
925,769 over the year 1922. 


Will Have Special Car 


A special car will carry the Massa- 
chusetts Mutual people from Chicago 
and other western points to the annual 
agency convention at Swampscott, 
Mass., week after next. They leave 
Chicago Sept. 10. Many of them will 
go to Chicago to attend the conven- 
tion of the National Life Underwriters 
Association and stay until the special 
pulls out. 








anything that affects the growth and 
prosperity of Canada, and know that if 
we are to pick the plums we must help 
to cultivate the tree.” 


| PENN MUTUAL MEETING 
EAST REGIONAL CONVENTION 


Program for the Gathering Includes 
Addresses from a Number of 
Home Office People 


PHILADELPHIA, PA., Aug. 28.— 
An interesting program has been pre- 
pared by the Penn Mutual Life for its 
eastern regional convention, the first of 
a series of four, which will be held Sept. 
10-12 at Long Branch, N, ] 

The program follows: 

Monday, Sept. 10 


9:30 a. m.—Address of welcome—Presi- 
dent William A, Law. 

Response —E. G. McWilliam, sales 
manager, Brill & Scott, general agency, 


New York City. 

“Selling Life Insurance’—Thomas M. 
Scott, who is regarded as the biggest 
producer in the home office agency. 

“Special Agreements”’—Malcolm Adam, 
assistant supervisor of applications and 








death claims and registrar. 
“Service to Policyholders”—Mortimer 
J. Miller, agent, Rochester, N. Y., son 


of Mortimer R. Miller, 
eral agent of Rochester, 
side Tuesday. 


trustee and gen- 
who will pre- 


“Life Insurance and Human Relation- 
ships’—J. Howard Jeffries, assistant to 
the vice-president-in-charge of agencies. 


Tuesday, Sept, 11 


Mortimer R. Miller, presiding. 

9:00 a. m.—Address—William H. Kings- 
ley, vice-president-in-charge-of-agencies. 

“The Women in Life Insurance”’—Miss 
Bertha Ehlers, home office agent. 

“Meeting Objections’—J, Elliott Hall, 


of Hall & McNamara, general agents, 
agents, New York City. 
“Recent Developments in Actuarial 


Service”’—J. Burnett Gibb, actuary. 
2:00 p. m.—Golf and other recreation. 
2:30 p. m.—Ladies’ bridge tournament. 
7:00—Banquet 
Wednesday, Sept. 12 


Clinton F. McCord, trustee and general 








agent, Newark, N. J., presiding. 

9:00 a. m. “Medical Problems” — Dr. 
James P. Hutchinson, assistant medical 
director. 


“Salesmanship’”—John C. McNamara, 
Jr., of Hall & McNamara, general agents, 
New York City. 

“How Our Present Tax Laws Will Sell 
Life Insurance’—E. Paul Huttinger of 
the home office staff. 

“Some Observations on the Life Insur- 
ance Business’—Marion B. Freeman, 
general agent, Baltimore, Md., of Free- 
man Wootan & Addison. 

“The House by the Side of the Road”— 
Stewart Anderson manager of bureau of 
field service. 

2:00—Golf and other recreation. 





Joins Pacific Mutual’s Claim Office 


Verden T. Hoarty, formerly with the 
claim department of the Travelers at 
Milwaukee, has joined the Pacific Mu- 
tual Life as assistant claim representa- 
tive under General Claim Representa- 
tive Robert R. Harrold. Mr. Hoarty is 
a graduate of the college of laws of 
Notre Dame University and his com- 
bined legal training and field experience 
in claim work will make him a valuable 
aid to the Pacific Mutual. He will be 
placed in charge of the new Indianapolis 
claim office of the company, this office 
to be opened in the immediate future. 
The Pacific Mutual is proposing an ex- 
tended plan of claim service and is 
opening branch claim offices in Cleve- 
land, O., Indianapolis, Ind., and Dallas, 
Texas. A branch claim office was re- 
cently opened at Atlanta, Ga., and thus 
the company will have four branch of- 
fices in addition to the central office in 
Chicago. Ross F. Moore of the Chi- 
cago office will be placed in charge of 
the Indianapolis office. The rapid 
growth of the company’s business in 
volume and territory has made neces- 
sary the new organization. 


Fraternal Drops Insurance 


The Foresters of America, meeting 
in Cleveland last week, voted to aban- 
don the insurance branch of the order, 
which has been in existence for 20 years. 
The Foresters will pay up at face value 
all outstanding policies on the death of 
the policyholders. No premiums will 
be paid after 1923. 








CLUB OFF FOR QUEBEC 
ONE DAY SESSION IN CHICAGO 


Illinois Life $100,000 Club Starts on 
Journey After Business Program 
at Home Office 


The twentieth annual convention of 
the $100,000 Club of the Illinois Life 
was held at the home office in Chicago 
on Monday, a one-day session in the 
home office building being followed by 
a trip of the entire club to Quebec. The 
convention was well attended by the 
company’s leading producers, competi- 
tion for the presidency of the club be- 
ing especially keen this year. Ira A 
McBride of the southwestern depart- 
ment was the winner, becoming presi- 
dent of the club for the coming year, 
succeeding W. L. Coonrod. W. A 
Bachman of the southwestern depart- 
ment is the new first vice-president, 
Harry F. King is second vice-presidem 
and George A. Leist, third vice-presi- 
dent. President James W. Stevens oi 
the company was present at the meet- 
ing and noon luncheon. 

Conservation Was Big Topic 


Following the talks by the retiring J 


and incoming presidents, the presenta- 
tion of the conservation prizes was 
made by O. J. Arnold, secretary of the 
company. First prize went to John M 
Kelly of Chicago, four times winner in 
the conservation contest, whose renewal 
percentage was 95. George H. Millage 
was second, James W. F. Hughes 
third, Arthur E, Hicks, fourth and Ed- 
ward J. Hutchinson, fifth, Mr. Arnold 
in presenting the prizes spoke of the 
value of conservation work in life in- 
surance salesmanship, placing it as oi 
equal importance to the sale itself. Mr 
Arnold said that new business was 0! 
little value unless it could be renewed 
Conservation work constitutes one oi 
the most important phases of the agent's 
work. Mr. Arnold said that this work 
can be joined with the solicitation oi 
new insurance, without additional cost 
or effort to the agent. He said that a 
tremendous amount of new business can 
be written on old policyholders, a re- 
newal being obtained on the old policies 
at the same time. He said that at least 
even provided no additional insurance 
was sold, such an approach would pre- 
vent a lapse. Mr. Arnold said that one 
of the most important means of pre 
venting lapses was to get an early cash 
settlement. An interesting discussio 
of conservation methods followed his 
talk. 
Many Selling Talks 


The remainder of the program was 
given over to brief selling talks by some 
of the leading producers and genera 
agents. T. M. Cusick, district manager 
in the corn belt agency, spoke on “Plac- 
ing Extra Policies,” telling of the great 
increase in sales through this means 
but also warning the new agents trom 
undertaking this line of attack unless 
fully acquainted with all the details. Mr 
Cusick said it was a dangerous prac 
tice unless one was thoroughly & 
quainted with his policyholders and thet 
it could equally work to the harm 0 
the agent as well as to his profit. 
discussion on selling the company’s sP* 


cial mortgage policy for home buy 
ers was given by Ned Bomers, — 
An it 


of the Grand Rapids Agency. An ™ 
teresting discussion on the handling 
inquiries from country prospects, 10° 
warded from the home office, was giv 
by J. B. Norris, district manager ™ 
lilinois. A series of two minute pre 
sentations of “Openings I Have Fouté 
Successful When Making a Flat Cat 
vass.” was given by A. J. Beaudry, W 
A. Bachman, G. A. Leist, H. F. Coo™ 
rod, and J. M. Kelly. 


Discussed Business Insurance 


An interesting and valuable discur 
sion of “Business Insurance” was an 
by M. E. Dark, manager of the sout 
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” a western department, the great opening fn 
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insurance being vividly pictured. Fol- —— 3 - 
lowing closely along the lines of Mr. | 
ICAGO Dark’s talk, E. H. Faster, manager of | 
the Decatur district, discussed “Income | 
Insurance.” T. J. J. Henderson, agency | 
manager in Michigan, lead a drill on | J { 
= Ss “Mesting Objections” following Dr. | une 3 ), 1923 
gram Stevenson’s discussion as contained in | 
his recent book on life insurance sales- | 
manship. It was a rapid fire drill and | 
sentence answers to various suggestions | E. 
ition of were given by practically all of the | 
sis Life agents in the room. G. H. Doerfler, dis- | 
Chicago trict manager in the Corn Belt Agency | 
in the poke on “Securing the Cooperation of 
ywed by the Country Bankers.” Mr. Doerfler 
ec. The said that the country banker was the 
by the most important friend and aid that the | . 9 % 
-ompeti- country life insurance agent could find. 
“lub be- He said that his cooperation should be 
Ira A sought and stated that it was a sur- 
depart. ww _— ase 4 ——. it. 
oresi- “Making our ome own our — 
i ‘seat Stronghold” was the subject discussed INCREASE IN FIRST HALF OF 1923 
W.A by F. L. Medley, district manager of 
depart: the Wabash Valley Agency, who has 
resident, developed a clientele in his immediate 
resident | + community that includes all classes of 
ce-presi- business men and farmers, his company 9 9 
evens oi being at the top in his community. 
1e meet- § Gives Selling Methods 
ple a _ oe me es on re 
= our Production ithout Increasing , - 
retiring § Your Effort,” said, “It can’t be done.” | | BUSINESS PAID FOR FIRST SIX MONTHS OF 1923 
presenta He said that effort would necessarily | | 
zes_ was have to be doubled in order to increase 
y of the production, though he did cite a few | | | 
John M examples of sales that came from ap-| | | 
ae parently wasted time or at least no in- 4 ss) | 
renewal creased effort. In this connection he 
| Millage spoke of sales that grew from vaca- | 
a tions or Outings and sales made by plac- 
and Ed ing extra policies. H. F. King, spe- : T7370 . . - <¢ 
. Arnold cial jeneininadins of the Da A | RGANIZED in 1892, the Missouri State 
of the @ department spoke on “Soliciting Diversi- | | Life Insurance Company especially in re- 
| life in- fed Occupations,” showing the ease | | “ : - * Penge od : 
it as off with which agent can ferret out his| cent years, has enjoyed a rapid and substantial 
elf. Mr-@ prospects in various classes of busi- | growth. The financial strength of the Com- 
3 Was 0! ness, according to the general condi- | - ee . . ’ 
renewed . tions at the time. A drill on rate book | pany ts 1n Its investment programme. Most of 
| oo * and policy forms was conducted by | its funds are in first mortgages on improved 
e agents Roger Davis, general agent in the south- | ° ; , e-2 : | 
his work western department. farm lands, and the high rate of interest 
an yet Vice-President R. W. Stevens of the earned over a long period has been an out- 
onal cost company spoke on “Developing New | | “eee ee " ’ ae owe 
id that 2 Agents.” speaking from the company’s standing factor in the Company’s success. This | 
ey en geo oe pe amet 0 ape wed | investment programme makes possible the 
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d polices and field forces, He spoke of the ex | Company’s liberal contracts with Policyhold- 
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a isi Deiicte: Guentin dicted wah cess interest on trust funds and income settle- 
arly cash brief pep talks by E. C. Wharf, general ments on non-participating policies. 
liscussion agent in the Wabash Valley Agency, 
owed his and E. J. Hutchinson, manager in East- 
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Complete Program 


made to the list of speakers to ad- 
dress the convention of the National 
Life Underwriters Association in Chi- 
cago. Walton L. Crocker, president of 
the John Hancock Mutual Life will be 
the principal speaker at the banquet. 
Frederick Paul Keppel, president of the 
Carnegie Foundation will deliver the 
principal address on Wednesday after- 
noon. His subject will be “The Need of 
More Life Insurance to Support Char- 
itable, Philanthropic and Educational 
Institutions.” The National Association 
has been searching for some time for a 
man of nation wide reputation, with the 
proper kind of experience, to present 
this subject. Secretary Ensign feels par- 
ticularly fortunate in having secured Mr. 
Keppel for this purpose. Mr. Keppel 
was at one time dean of Columbia Uni- 
versity. He was assistant secretary of 
war during President Wilson’s admin- 
istration, from which position he re- 
signed to become director of the for- 
eign activities of the American Red 
Cross. Rev. John Thompson, pastor of 
the First Methodist Church in Chicago 
that is erecting the Chicago Temple 
Building at Clark and W. Washington 
St., will give an address Wednesday 
morning. He is an eloquent speaker. 
The officers of the national association 
have sent out the complete program for 
the annual meeting at Chicago next 
week. Job Hedges, general counsel for 
the Association of Life Insurance Pres- 
idents will speak at the banquet repre- 
senting that organization. The program 
is as follows: 


"T ms important additions have been 


ee ¢ 
PRE-CONVENTION MEETINGS 
Trustees’ Meeting—Monday, Sept. 3, at 
p. m., the Drake. 
Annual Meeting Executive Committee 
—Tuesday, Sept. 4, at 10 a. m., the Drake. 
Meeting of Leaders—Tuesday, Sept. 4, 
at 8 p. m., the Drake. 
* * x* 
WEDNESDAY, SEPT, 5 
Wednesday Morning Session 


to 


9:30 a. m. to 12:15 p. m. 
A. O. Eliason, President. 
The National Association of Life 
Underwriters, 

9:30 a. m.—Singing. Led by W. G. 
Eisenhauer, : 

9:40—Invocation. By Dr. John Timo- 
thy Stone, Fourth Presbyterian Church, 
Chicago, 

9:45—Convention 
Eliason. 

“How Adequate Life Insurance Will 
Decrease Dependency, Illiteracy, Poverty 
and Crime.” 

10:00—Address by Rev. John Thomp- 
son, First M. E. Church, Chicago. 

10:40—Practical Methods of Increasing 
the Amount of the Average Policy: 

Opened by Darby A. Day, Mutual Life, 
Chicago, 

10:50—Demonstration 
Alder. 

(Selling policies in multiples or divi- 
sions of $5,000 units; how to sell $2,500 
instead of $2,000, $1,250 instead of $1,000, 
etc.) 


opened by President 


by George D. 


Illustration 


Mr. Bentley, 28 years old, is a young 
bank clerk. He is married and has a 
young daughter three years old. He has 
just been persuaded that he ought to 
have insurance and with great difficulty 
the underwriter has got his consent to 
take a policy for $2,000. He thinks this 
is all he can afford now. His wife was 
a bookkeeper before her marriage and 
has no funds of her own. His parents 
without means; and beyond two or three 
Liberty Bonds and a small balance in 
the bank, he has nothing laid by. He is 
getting a salary of $110 a month. He 
feels that $2,000 of insurance is adequate, 
although not sufficient to meet the needs 
of his wife and baby, but says he may 
increase it later. 


10:55—Demonstration by Charles C. 


Gilman, National Life, Vt., Boston. 
Illustration 
Mr. Wilkins, age 27, who is married 


and has three children, receives a salary 
of $3,600. He has his home partly paid 
for, has a little money in the bank and 
a few Liberty Bonds. He carries no life 





insurance, but contemplates the purchase 
of a 20 payment life policy for $2,500 
when he is thirty years old, which will 
cost him about $85 annually. He is very 
methodical and plans carefully. Mrs. 
Wilkins is rather cool on the subject of 
life insurance. She feels that the sacri- 
fice made by her husband in supporting 
his family on such an income is great 
and she prefers to go without the insur- 
ance rather than add to his burden. She 
also has ideas of her own and feels that 
this is something that does not concern 
her. She is an independent woman, a 
member of the League of Women Voters 


and of the Woman's Club in her town, 
and has strong views upon the economic 
position of women. How can this situ- 


ation be used to supply the evident need 
of insurance? 

11:00—Demonstration by Edgar C. 
Fowler, New England Mutual, Chicago. 


Illustration 


Miller, who is married and has 
children, has an income of $4,600 
He owns his home—which cost 
which there is a 
feels the need 


Mr. 
three 
a year. 
him about $12,000—on 


mortgage of $5,000. He 
of life insurance and contemplates tak- 
ing a $10,000 policy, feeling that this 


lump sum, with the house in good shape, 
will amply provide for his family in case 
of his death. Mrs. Miller has no means 
of her own and has never handled much 
money. Mr. Miller considers that $10,000 
is a very substantial amount. How can 
he be shown that it is inadequate? 
11:05—Demonstration by R. U. Darby. 


Illustration 


Mr. Anderson, age 43, a farmer, with 
a wife and four children, is about to 
take out a policy for $5,000. He has no 
other insurance. The underwriter knows 
that he has considerable means and feels 
that he inadequately appreciates the 
value of insurance. He has a mortgage 
of $6,000 on his farm, due the local bank, 
upon which he is paying the interest. 
He also owes the local bank $1,200 on 
notes endorsed by his brother, and he, 
in turn, is endorser on a note of the 
brother for $800. How can this situ- 
ation be used to increase the amount of 
insurance proposed? 

11:10—Demonstration by 
Spalding. 


Leonard C, 


Illustration 


Mr. Carson, age 38, is considering ap- 
plying for a monthly income of $100 for 
his wife, who is 34 years old. He has 
two children: William, age 12, and Sarah, 
age 8 He has a salary of $5,000 and has 
some extra income in addition to his 
salary. He carries ng insurance except 
a small amount in a beneficial order. His 
reason for not considering a larger 
amount of insurance is that he is under 
considerable expense in providing for 
his mother, 75 years old and a widow, 
who is wholly dependent upon him, as 
he has but one brother, who is tubercu- 
lar and earning nothing, and one sister, 
whose husband is unable to contribute 
to the mother’s support. Does this situ- 
ation develop a need for further insur- 
ance? 

11:15—Open discussion from the floor. 

11:35—Closed by Ernest J. Clark, John 
Hancock, Baltimore. 

11:45—Address by Dr. John A, Steven- 
son, vice-president, Equitable Life of 
New York: “Fundamentals of Profes- 
sional Life Underwriting” 

12:15— Appointment of Nominating 
Committee and announcement of meeting 
time and place. 

Adjourn, 

x * * 


Wednesday Afternoon Session 
2:00 p. m, to 4:30 p. m. 


2:00 p. m.—Singing. Led by W. G. 
Eisenhauer. 

“Need of More Life Insurance to Sup- 
port Charitable, Philanthropic and Edu- 
cational Institutions.” 

2:05—Address by Frederick Paul Kep- 
pel, president of the Carnegie Founda- 
tion, 

2:40—Singing. 

2:45—Life Insurance for Bequests: 
Opened by Robert L. Jones, State Mutual, 
New York City. Led by Edward A. 
Woods. 

3:00—Demonstration by Lawrence 
Priddy, New York Life, New York City. 


Illustration 
The Corn Belt Hospital is a very popu- 





of the Convention 


lar institution in Sioux City and its offi- 
cers and directors, who are among the 
most prominent people in the place, are 
deeply interested in it. It is full to over- 
flowing and ultimately the authorities 
hope to enlarge the hospital and have 
discussed setting aside funds that will 
eventually make a building fund for a 
badly needed addition. An underwriter 
of the Solvent Life Insurance Company, 
unacquainted in the town, starts solicit- 
ing there. How can the needs of the 
Corn Belt Hospital be used by him to 


get a start? 
3:05—Demonstration by Wilmer M. 
Hammond, Equitable Life, N. Y., Chi- 
cago. . 
Illustration 


A solicitor of the Universal Life Insur- 
ance Company is visiting a small town 
in a rich country territory where the 
principal church is a Methodist Church, 
handicapped by a mortgage of $10,000, 
which has some difficulty in raising the 
$600 annual interest. This interest of 
course interferes with the salary of the 
pastor, as the interest must be paid first. 
The church has not many members of 
large means, but there are perhaps nine 
or ten quite well-to-do young men ac- 


tively interested in it. Can life insur- 
ance supply any need created by this 


situation? 
3:10—Demonstration by George L. 
Dyer, Columbian National, St. Louis. 


Iilustration 


Mr. Davis is an enthusiastic Princeton 
man. He is 30 yvears old, married, has 
three small children, and carries a fair 
amount of insurance for his family. He 
has an annual income of about $9,000 
and his wife has some property of her 
own. He owns his home, which is clear. 
Two of his children are boys, whom he 
expects to attend Princeton. He is sec- 
retary of his class and in twenty years 
expects to attend his twenty-fifth class 
reunion. He is particularly interested in 
the department of physics. He is a great 
friend of a professor in that department 
and hopes, as he makes more money, to 
give or leave Princeton a sum for phy- 
sical research, as he is in a business that 
is interested in certain phases of physi- 
cal research. How can life insurance be 
utilized to carry out his plans? 

3:15—Demonstration by Ralph 
born. 


San- 


Illustration 


At Clearwater College it is customary 
for every graduating class to present to 
the college some kind of memorial. The 
class of 1923, consisting of 200 members, 
desires to start a movement, to be joined 
by members of succeeding classes, for 
the erection of a new gymnasium on the 
The class 


campus at some future date. 
treasury contains $3,000, which can be 
used as the nucleus of such a fund? 


How can life insurance be of assistance? 
3:20—Demonstration by Arthur Red- 
dick. 
Illustration 


Mrs. Duffy is very much interested in 
the Orphans’ Home which is located just 
beyond the outskirts of the town where 
she lives, and is a frequent visitor there. 
She always provides the Christmas tree 
and decorations, which cost her about 
$100, and by giving this Christmas cheer 
to the orphans in the home has very 
much endeared herself to them, who look 
upon her as Mrs. Santa Claus. She has 
been doing it for a great many years 
and it has become a great pleasure to 





her. Can life insurance be utilized to 
perpetuate this gift? 
3:25—Demonstration by Miss R. F. 
Maisel. 
Illustration 


. During the latter years of the life of 
Miss Elizabeth Cork, daughter of R. J. 
Cork, a well known philanthropist in 
Cincinnati, she gave each week a basket 
of food to each of ten families located 
in the tenement district of Cincinnati. 
Her father was much interested in this 
philanthropic work of his daughter and 


since her. death has continued it. How 
can this be continued after the father’s 
death? 


John Dolph, 
za & 


3:30—Demonstration by 
Metropolitan Life, Washington, 


Illustration 


An underwriter in a town with a popu- 
lation of 25,000 finds that the leading 





citizens of the place are very much in- 
terested in the local hospital, which re- 


ceives support from both men and 
women of the town. A campaign to 
raise $100,000 for its endowment has 
just been concluded. Mr. Thompson, 


is particularly 
believes it 


president of the hospital, 
interested in it because he 


saved the life of his wife, who had a 
serious emergency operation performed 
there successfully. Had it been neces- 


sary to take her to a distant hospital, 
she might have died before the operation 
could have been performed. In recogni- 
tion of the service rendered his wife, and 
also because of his interest in the hos- 
pital, he would like sometime to endow 


a bed in the name of his mother, who 
before her death had also been very 
much interested in the hospital. What 
insurance service will supply the need 
thus suggested? 

3:35—Demonstration by John H. Rus- 


sell, Pacific Mutual, Los Angeles. 
Illustration 


Mr. Stone, an 
College, 45 years of age, a prominent 
civil engineer in his city, is a man of 
independent means. During a conversa- 


tion with the president of the college, 
with whom he is well acquainted, he 
learns that Robert Brown, who has 


shown exceptional talent as an ergineer, 
will have to abandon his college course 
at the expiration of his first year be- 
cause of lack of funds. Mr. Stone be- 
comes interested in the young man and 
arranges to help him, so that he may 
remain in college. How can life insur- 
ance help Mr. Stone to carry out his 
plans? 
3:40—Demonstration by 


Illustration 


Allen, a graduate of Grove City 
has an income of $10,000 a 
has a wife and two children; 
own home and has about 
government bonds. His wife 
inherited $25,000 from her father last 
year. His life insurance program at 
present looks very complete, as he has 
a $2,000 clean-up policy, a life income 
for his wife of $100 a month, and an 
educational policy for each of his chil- 


Mr. 
College, 
year. He 
owns his 
$5,000 in 


dren. His college is very close to his 
heart and he has been subscribing $100 
each year to help it along. How can 


life insurance help him project his pres- 
ent subscription into the future? 

3:45—Demonstrated by C. H. 
wood. 


Ellin- 


Illustration 


In soliciting in a town an _ under- 
writer learns that Mr. Hopkins is deeply 
interested in Y. M. C. A. work and par- 
ticularly in the foreign work of that 
organization. He subscribes $1,000 a 
year toward this support of a “Y” sec- 
retary in China, whose salary is being 
taken care of by a small group of per- 
sons, of which Mr. Hopkins is the chief 
subscriber. He has been subscribing 
toward the support of this secretary for 
eleven years and is deeply interested in 
his work. How can this interest be 
supplied by life insurance? 

3:50—Demonstration by 


Illustration 


An underwriter on a committee t 
raise funds for the local hospital en- 
counters a man of considerable means 
who carries a very comfortable balance 
in the bank. He is interested in the 
hospital but is very loath to part with 
any money as an outright donation, 
and it is very difficult for him to pay 
out money for which he will never set 
Wilson. 


any return. The prospect, Mr. é 
38 years old, has ample personal in- 
surance, and has securities and business 


interests making him comfortably fixed. 
and his wife has some means of her 


own. By the help of life insurance, ¢@" 
money be secured immediately for the 
hospital? 


3:55—How to prepare a life insurance 
bequest campaign: By Edward A. Woods. 
Equitable, Pittsburgh. 

4:10—Open Discussion from floor. 

4:20—Subject closed by Robert L. 
Jones. 

4:30—Adjourn. 

Special entertainment, 
Sept. 5, 1923. 

Meeting Nominating Committee 
10:30 p. m. 


(CONTINUED ON NEXT PAGE) 
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(CONT’D FROM PRECEDING PAGE) 
THURSDAY, SEPT. 5 
Agency Building 
Place Drake 
Thursday Morning Session 
9:30 a. m. to 12:00 m. 

Finding, “Selling” and Selecting Pros- 
pective Agents. John Newton Russell, 

Jr.. Chairman, 
9:30 a. m.—Singing. 








9:50—Subject introduced by chairman. 
10:;00—1. Sources of Prospective 
Agents. Most ethical and effective way 


of approaching and interesting prospect- 
ive agents and the sources from which 
they are secured. By John H. Baird. 

10:30—2. “Selling” the Prospective 
Agent. Opportunity for service and en- 
deavor coupled with the possibility of 
building an unlimited income. By Will 
G. Farrell, 

11:00—3. Selecting the 
from Prpspective Agents. 
agent for the city and the ideal agent 
for the country. By Frank E. McMul- 
len, Massachusetts Mutual, Los Angeles. 

11:30—Building and Managing an 
Agency. By J. Marshall Holcombe, Jr.., 
manager, Life Insurance Sales Research 
Bureau, New York City. 

11:55—-Report of Nominating Commit- 
tee, 

12:00—Adjourn, 


9:30 a. m. to 12:00 m, 
Methods of 


Best Material 
The ideal 


Getting Prospects—(a) 


From Old Policyholders; (b) General 
Methods. Graham C. Wells, chairman. 
9:30 a. m.—Singing. Led by W. G. 


Eisenhauer. 


9:40—Getting Prospects from Under- 


writer's Old Policyholders: Opened by 
William M, Duff. Led by Sigourney Mel- 
lor. 


10:20—General Methods of Getting 
Prospects—From social friends, business 


acquaintances, fellow club or lodge 
members, fellow alumni, fellow crafts- 
men, those of same language or race, 


children of policyholders, wives of pol- 
icyholders, persons in whom policyhold- 
ers are interested, employees. Led by 
Alexander E. Patterson. Closed by 
George W. Ryan. 

11:00—“The Pre-Approach”: By Griffin 
M. Lovelace, director life insurance 
training course, New York University, 
New York City. 

11:30—“Delivering a Selling Talk”: 
By Charles J. Rockwell, director School 
of Life Insurance Salesmanship, Univer- 
sity of Pittsburgh. 

11:55—Report of Nominating Commit- 
tee. 

12:00 m.—Adjourn. 


* * * 
AGENCY BUILDING 
Thursday Afternoon Session to 4:30 p. m. 


Training the 
Thorp, chairman. 

2:00 p. m.—Singineg. 

2:05—Subject opened by Charles J. 
tockwell. Presenting a general resume 
of the work of training new agents and 
emphasizing two specific topics: A— 
Schools of Life Insurance Salesmanship. 
B—Group Educational Conferences in 
the Field. 

_2:45—1, Company Courses of Instruc- 
tion— Not Correspondence. Opened by 
Winslow Russell. Discussed by Marma- 
duke Corbyn and S. Berne Carlton. 

: 3:15—2. Com pany Correspondence 
Courses. Opened by P. M. Ray, Equita- 
ble Life of Iowa, home office. 

3:45—3. Preliminary Courses on How 
to Start Selling. Opened by Dr. John A. 
Stevenson. Discussed by John S. Tun- 
more 
_4:15—4. Field Instruction. 
Elmer S. Albritton. 
for City Work. 


New Agent — Orville 


Opened by 
a. Training Agents 
: Discussed by Thomas J. 
Stewart. b. Training Agents for Rural 
Work. Discussed by A. V. Mozingo. 
4:30—Adjourn. 
x * * 
Thursday Afternoon Session 


2:00 p. m. to 4:30 p. m. 


U Increasing the Variety of Policy Forms 
sed—William M. Furey, chairman. 
00 p. m—Singing. Led by W. G. 
Eisenhauer. 
m. 5—Subject opened by Robert F. Pal- 
er. 
2:15—Discussion 
Duff 


,:20—Demonstration by Frank H. Mc- 
Chesney 


led by William M. 


Tilustration 


wa®. Marshall, a widow 30 years old, 
vas a baby girl, age 3. The insurance 
left by her husband was well arranged— 
$1,000 for funeral expenses; $2,500 for a 





clean-up fund; $40,000 trusteed for his | to arrange it so that he 


widow and in the event of her death 
the income to continue to his daughter 
during her life. The income is sufficient 
to keep Mrs. Marshall and her daughter 
in a modern apartment and Mrs. Mar- 
shall herself has taken a $2,500 limited 
payment policy. She is very much in- 
terested in having her only child get a 
good education and to send her to a 
good eastern college will cost about 
$6,000. Her income is sufficient to take 
care of her needs but it does not seem 
possible for her to save this amount of 
money. In what way can life insurance 
help her solve her problem? 

2:25-—Demonstration by Courtenay 
Barber, Equitable, Chicago. 


Illustration 
Mrs. Benjamin is a childless widow 7 
years old, who has no dependents o 
close relatives. She is worth about $15,- 
000, mostly represented by a house, 
which is much too large for her needs. 


Her income from its rental would be 
inadequate and require risk, labor and 
expense in its management Convert- 
ing it into money offers no solution at 
present interest rates, besides making 
it easier to lose the principal. She has 


offered to will it to a charitable organi- 
zation, if it will provide for her at a 
9 percent rate on above valuation, but 
it cannot assume the _ responsibility. 
How can life insurance serve her? 
2:30—Demonstration by 8S. T. Whatley. 


Illustration 


Mr. Anderson, age 28, is single, and his 
parents are only partly dependent upon 


him. He is employed in the railway 
postal service and is a member of the 
Employes Pension Association, which 
provides for retirement and a pension 
of $25 per month at age 65. He ex- 
pects to continue in the railway postal 


service, probably for life, but feels that 


the $25 pension provided will not be 
enough on which to retire. He is not 


that 
How 


a good saver and the investments 

he tried have not been fortunate. 

can life insurance be of assistance? 
2:35—Demonstration by M. E. Degen. 





Illustration 


old. He has a 
beginning to 


Dr. Benson is 50 
wife and one son, 
practice medicine. Dr. Benson has a 
$100 a month life income policy for 
his wife and a policy for $5,000 payable 
in cash. He has lost a great deal of 
money speculating and practically every- 
thing he has saved has been what he 


years 
just 


has put into life insurance. His earn- 
ings at present are very high and he 
feels confident that for the next ten 


years he will be doing just as well and 
possibly better. He expects to be ac- 
tively practicing until he is about 69 or 
70. Can life insurance supply any need 
created by this situation? 


2:40—Demonstration by H. O. Snyder. 


Illustration 

age 34, is a machinist, 
average $135 a month. 
His wife is 32 years old; he has a son 
13 years old, and a daughter, age 11. 
He owns his own home, valued at $3,500; 


Alberton, 
earnings 


Mr. 
whose 


carries $1,000 of life insurance and has 
$1,000 in Liberty bonds. Mrs. Alberton 
has been in poor health for several 
years. Mr. Alberton is concerned about 
a sufficient income for his wife for a 
few years after his death, as he fears 
his wife will not survive him many 
years, should he die first, and would 
like to bridge over the time until his 


son and daughter can take care of them- 
selves. How can life insurance accom- 
plish this? 

2:45—Demonstration by Wm. M. 
Equitable Life, Pittsburgh. 


Illustration 


Duff, 


Samuel Bright, age 40, is a carpenter 
and builder on his own account. He is 
married—his wife being 38 years old— 
and has a son age 12. He owns his own 
home, worth about $11,000 free of debt. 
He carries $10,000 of insurance in old 
line companies. Has endorsed a note 
for $5,000 recently for his brother, who 
has been hard pressed for money to 
protect an undeveloped coal property. 
This will not be on a paying basis for 
five years. What life insurance cover- 
age is indicated? 

2:50—Demonstrated by Charles C, Dib- 
ble. 


Illustration 
Mr. Robinson is a very wealthy man 
and has a son 17 years old, his only 
child. He wishes to start a thrift pro- 


gram for his son, with the idea of hav- 
ing the boy continue this program after 
he is through school and able to take 
up the proposition himself. He wishes 








can turn the 
program over to the boy a little bit at 
atime, Mr, Robinson is a great believer 
in life insurance. How can it be used 


to carry out his program for his son?! 

2:55 — Demonstration by William H 
Riley. 

Illustration 

Dr. Campbell is a surgeon, 35 years 
old. He has a wife and two children 
—ages 5 and 2. He owns his own 
home; has an income of $25,000 a year 
and has never saved any money. He 
has made several investments which 
have turned out very poorly. He car- 
ries 2,500 of insurance—30 payment 
life—which he purchased ten years ago 


He realizes that his value as a surgeon 
will probably become less and less after 
reaching the age of 55, and he wishes 
to be assured that his income will be 
projected to himself, if living, or to his 
wife and children, in case he dies pre- 
maturely. How can he do this by means 
of life insurance? 


3:00—Singing. 


3:05—Demonstration by John L. Shuff, 


Union Central, Cincinnati 
Illustration 
U. C. Shoeff, age 47, has adequate life 
insurance but has $25,000 that he an- 
ticipates investing Is there any at- 
tractive proposition that life insurance 
can offer him? 
3:10— Demonstration by Frank L. 


Jones, Equitable Life, Indianapolis. 
Illustration 


Mrs, 
age. 


widow 76 years of 
She has about $30,000 in bonds 
that are saleable, about $3,000 of cash 
in the bank, and a piece of real estate 
worth about $13,000, with a $5,000 mort- 
gage upon it. The income she is getting 
from her various securities is not suffi- 
cient to keep her comfortably, but upon 
having an annuity suggested to her she 
objects as she is supporting a niece who 
lives with her and who is very much 
of a companion to her, and if she pur- 
chases an annuity her death would de- 
prive her niece of the support she has 
been receiving. The niece is 54 years 
of age and unmarried. How can life 
insurance serve her needs and wishes? 

3:15—Demonstration by Roy H. Heart- 
man. 


Simpson is a 


Illustration 


o 
Mr. Monroe and Mr. McMaster—35 and 
33 respectively—are engaged in a mer- 


cantile business. Both carry personal 
life insurance. Each one has $5,000 in- 
vested in the business and they desire 
to make an arrangement so that in 
case of the death of either one, the sur- 
vivor will be able to purchase the in- 
terest of the deceased partner. They 
wish to make this arrangement at as 


small an outlay as possible, and will not 
consider separate policies on account of 
the cost. 
3:20—Demonstration by J 
wards, Aetna Life, Denver 


Illustration 


Stanley Ed- 


Miss Frances Bond, a school teacher, 
age 35, with no dependents, has an in- 
come of $2,000 a year. She is unable to 
save money, owing to her weakness for 
speculating in stocks. She is very fond 
of travel and has expressed a desire to 
go to Europe when she reaches age 45, 
to California a few years later, and a 
little later on to Florida. How can life 
insurance help her realize her desire to 


take these trips? 

3:25— Demonstration by D. Dwight 
Mead, Seattle, Wash. 

Illustration 

Mr. Stonerod, a merchant, is 30 years 
old; is married and has two small 
children, five and three years of age. 
He has an income of $3,600 a year. 
He carries $2,500 of life insurance on 
the twenty payment plan and realizes 
that he needs more protection for his 
family, but he is trying to save money 
so that he may give each of his chil- 


dren $1,000 in cash upon graduation from 
college. He does not wish to pay any 
life insurance premiums after he reaches 
age 55. 

3:30—Demonstration by Robert i 
Moore, Equitable Life, Chicago. 


Illustration 


Dr. White, age 55, 
good deal of property 
and is probably Worth $100,000 or more. 
He has been a careful and conserva- 
tive investor and owns real estate that 
is giving a good rate of return, as well 


has accumulated a 
and investments 


as some high class bonds. His wife is 
about his age and their only child—a 
son—has graduated from medical col- 


lege and is practicing with his father, 








9 





who wants to retire from active prac- 
tice at age 65. Dr. White's income is 
from $10,000 to $12,000 a year. He car- 
ries no life insurance. What is the 
best policy to sell? 

3:35—Demonstration by S. W. Guthrie. 

Illustration 

Mr. Brown, lawyer, 53 years old, is 
married and has three children—one 
son, 18 years old, and two daughters, 
ages 10 and 8 years Up until the last 
two years Mr, Brown had a very meagre 


in ome as a lawyer and has been unable 
to carry adequate life insurance. His 
retaining fees from corporations and 
business concerns and his income from 
other law practices throughout the year 
now amount to about $25,000. What form 
of policy would best serve his needs? 
3:40—Open discussion from floor 
3:50—Discussion closed by William M. 
Duff 
1:00—Circularization and mail 
paigns in securing prospects—success- 
fully conducting advertising campaigns. 
By Earl G. Manning, John Hancock, Bos- 
ton, 
4:30—Adjourn 


cam- 


* * a 
ENTERTAINMENT 
Wednesday, Sept. 5 


Delegates attending sessions at Me- 
dinah Temple should take the Grand 
avenue car one block south to the end 
of the Municipal Pier. Special cars will 
be provided. A complimentary dinner 
will be served on the roof garden at the 
Pier. After dinner, delegates will be 
given an opportunity to attend Ernie 


Young's revue and vaudeville in the audi- 


torium of the pier, while between the 
acts one of Chicago's finest orchestras 
will play for dancing 
x * * 
Thursday, Sept, 6 

On this day the ladies of the conven- 
tion will be taken in automobiles from 
the Drake to Marigold Gardens, where 


a complimentary luncheon will be served, 
followed by a musicale. After this, a 
motor trip has been arranged through 
the city’s wonderful system of boule- 
vards and parks 

In the evening, the annual banquet 
will be held at the Drake There will 
be a number of special entertainment 
features, to say nothing of a male quar- 


tet, and there will be dancing following 
the banquet. 
* * 
Banquet 
Place ..The Drake 
Thursday Evening, 7:00 P. M. to 10:00 


Pr. M., Sept. 6, 


President A, O,. Eliason, 
7:00 P. M.—Invocation. 


presiding. 
By 


8:30—Remarks by president elect. 
8:40—Remarks by Job E. Hedges, gen- 
eral counsel, the Association of Life In- 


surance Presidents. 
8:50—Remarks by representative of 
American Life Convention. 
9:00—Remarks by representative of 
Association of Life Agency Officers. 
9:10—Remarks by representative of 
Association of Insurance Commissioners. 
9:20—Remarks by representative of 
Life Underwriters Association of Canada. 
9:25—Address by Walton L. Crocker, 
president, John Hancock Mutual Life. 
10:00—Adjourn 


OK x * 
FRIDAY, SEPT. 7 
Friday Morning Session—0:30 A. M. to 
12:00 M, 





9:30 A. M Singing. Led by W. G. 
cisenhauer. 

9:40—Securing and Maintaining the 
Cooperation of Old Policyholders—tTheir 


Business and Influence. Opened by John 
L. Shuff. 
9:55—Discussion 
derson 
10:25—Singing 
10:30—Demonstration by 
Crawford 


led by C. Vivian An- 


Frank E. 


Illustration 


William Robinson, age 41, is married 
and has a son 7 years old and a daughter 


17. His wife is living He carries what 
he thinks is a large line of insurance, 
having provided, from his income of 
$30,000 a year, life insurance for about 
$50.000, taken out at various times, 
chiefly about the time his age changed. 
He has taken it as underwriters pre- 


sented it to him. Most of it is payable 
to his wife in cash; about $12,000 is pay- 


(CONTINUED ON NEXT PAGE) 
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for remembering his’ birthday, that 


(CONT'D FROM PRECEDING PAGE) 
everybody else seems to have forgotten. 


able to his estate. None of it is upon 


the life income plan. He has made no| What opportunity is presented Mr. 
particular provision for his son and| Graham. 
daughter. His wife has money of her 11:05—Demonstration by Isaac Pinkus, 
own and could pay premiums on her] N. W. Mutual, Indianapolis. 
husband's insurance herself. What does Illustration 
a survey of this man’s insurance sug- 
gest? John Aiken died on Monday, leaving a 
10:40—Demonstration by James M.| widow, age 37, and two boys, ages 5 
Bloodworth, Fidelity Mutual, St. Louis. | and 3. He was insured for $11,000 
cash insurance. Mrs. Aiken’s brother 
Illustration completed the claim papers on Tuesday 
Mr. Dawson is married. He has aq #nd check will be delivered to him soon. 
daughter 10 years old and a dependent | The pall-bearers for Mr. Aiken are to be 
mother. He is 35 years old. He has 7 oe gh employes pore — _—— 
- om . aie » Sums ox im we or years. Mrs, en plans 
a good income—is on the Sugar Ex io tacien has hemes with bee beethes. She 


but is a good spender, and gen- 





s~hange 
- aly has taken much interest in her children 


erally lives right up to his income. He 

has carried $25,000 of insurance for 10 and proposes to care for and educate 
years. Several years ago he borrowed them. Is there any new business for 
$2,000 upon his insurance, to secure > canal handling this death 
money for speculation. He could very | ©'4!™- : 

easily pon lle or pay this loan off, as| _ 11:10—Demonstration by Henry A. 
he often makes a large amount of Stout. 

money. He has recently closed a deal Illustration 

in which he made $12,000. His insur- Mr. Brown, who is married and has 
ance is payable to his wife. His mother! three children, has a salary of $7,500 
recently had a paralytic stroke. What/aq year. He owns his own home, and, 
should the life underwriter suggest to] aside from the money he has invested 


this client? in that, he has been unable to save any- 


10:50—Demonstration by J. W. Bishop, | thing else. In fact, Mr. Brown and his 
Volunteer State, Chattanooga, family have a hard time getting along 
ul ration on $7,500 a year and he is usually a lit- 

Suntnatee tle bit in debt. Mr. Brown has been 

Richard Jones—age 30 and married—| sold a $5,000 20 payment life policy by 
earried a $5,000 policy for five years. | Underwriter Smith. Mr. Brown realizes 


his inability to save money and to live 
within his income. Mr. Smith also real- 
izes this and takes around to him a 
Manning budget, explaining the Budget 
to him, and persuades Mr. Brown to use 
this in proportioning his expenditures. 
Larson, | Mr. Brown is very much pleased with 


It was taken out when he was 22 and 
lapsed when he was 27, just before he 
was married. Insurance was given no 
thought. Recently a baby boy arrived. 
How can new insurance be developed 
from this situation? 
11:00—Demonstration by A, C 


Central Life of Iowa, Madison, Wis. this service. How can it be utilized by 
Hilustration the underwriter? 
11:15—Demonstration by H, S. Stand- 
Mr. Graham, of the World Insurance | ish, Union Central, Chicago. 
Company, has written Robert Allen for etentten 


life insurance on various occasions, but 


in touch with his 


has not been able to interest him in Mr. Moore keeps 
additional insurance for the past six! policyholders. He sends greetings on 
years. Mr. Graham always sends Mr.| birthdays, notices marriages, engage- 


ments, promotions and items affecting 
business and social life of his pol- 
He notes the birth of a son 


Allen a card on his birthday. Mr. Al- 
len has always appreciated this and on | the 





his last birthday the only card he re- | icyholders. 

ceived from anyone was the one that] in the family of Mr. and Mrs. Simpson, 
came from Mr. Graham. Mr. Allen has|two of his policyholders. Mr. Simpson 
called Mr. Graham up and thanked him! is a Yale man; Mrs. Simpson a Vassar 












: Pry HE Chicago National 
ral Life Insurance Com- 
ea pany has special in- 
ZZ ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of 1200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


Chicago National Gnderwriters Co. 
GENERAL AGENTS 


202 So. State St. Chicago, IIl. 























girl. They move in good circles and are 
ambitious as to their three children. 
How can Mr. Moore use this contact with 
his policyholders to secure more busi- 
ness? 

11:20—Demonstration by 
Dyer. 


George L. 


Illustration 


Mr. Hutchinson has several policies, 
ageregating $13,000, that were payable 
to his wife, who died a short time ago, 
very suddenly, of pneumonia. He is 47 
years old; his wife was 43. He is left 
with three children—12, 8 and 4. His 
policies were payable to his wife, if 
living; if not, reverting to him. The 
underwriter calls upon Mr. Hutchinson, 
after his wife’s death, to suggest that 
as his policies are now payable to his 
estate, it would be wise to make them 
payable to a named beneficiary. Does 
this suggest any new insurance needs, 
and how? 

11:25—Demonstration by 
Ensley Murrelle. 


Mrs. Mary 


Illustration 


Mr. Young is 30 years old; he has a 
wife and one child, he is a mechanical 
engineer and earning $4,000 a. year 
When he was still at college his father 
purchased for him a $5,000 20 payment 
life policy. His mother was then named 
as beneficiary and he has not since 
changed his beneficiary to his wife. The 
underwriter in the case has a notice on 
his desk that today is the last day and 
unless Mr. Young pays the premium due 
on the $5,000 policy today, it will lapse. 
Can the underwriter render any service 


that will lead to new business? 
11:30—Demonstration by Ralph W. 
Hoyer. 


Illustration 


James Burton is 41 years old. He has 
a wife and three daughters. He car- 
ries a large line of insurance, but he 
has no business insurance and none 
of his insurance is on the life income 
plan. Some professional abstractor has 
abstracted his policies and suggests to 


Mr. Burton that he ought to drop all 
his policies that are on any but the 
ordinary life plan-—including some de- 


ferred dividend policies 18 and 19 years 
old, that are on the endowment plan— 
and purchase new insurance on the ordi- 
nary life plan in a nonparticipating 
company. What service can the under- 
writer render that will lead to new 
business? 

11:35—Open discussion from floor. 
by Marshall Butters. 

Report of Nominating 

12:00 M.—Adjourn., 


x * * 


Led 


Committee. 


Afternoon Session—2:00 P. M. to 
4:30 P. M. 


Cooperation between trust 


Friday 


companies 
life 


or trust departments of banks and 
insurance companies. 

2:00 P. M.—Singing. Led by W. G. 
Eisenhauer. 


2:05—"Cooperation Between Trust 
Companies or Trust Departments of 
Banks and Life Insurance Companies.” 
Address by Merrell T. Calaway, vice- 
president, Guaranty Trust Co., New York 
City. 

2:45—Singing. 

2:50—Joint Life Insurance and Trust 
Service: Discussion opened by Darby A. 
Day. 

3:00—Led by Charles Jerome Edwards. 

3:10—Presentation by Wilmer M. Ham- 
mond, Equitable, Chicago. 


Illustration 


William Chester is 55 years old. He 
has, a wife and one daughter, who is 
married. His estate is worth about 
$125,000. He feels that he has covered 
his family’s need with sufficient insur- 
ance—chiefly life income policies. Mr. 
Chester's neighbor, Mr. Smith, died about 
a year ago and Mr. Chester was one of 
the executors of his estate. The various 
legal steps necessary to go through, the 
amount of money necessary to liquidate 
Mr. Smith’s estate, the interference with 
his business and the shrinkage of his 
assets necessary to meet his liabilities, 
surprised Mr. Chester very much and 
led him to think of his own, though 
much smaller, estate. He desires to 
arrange that as little of a like loss shall 
fall upon his estate. How can he do 
this? 

3:25—Presentation by Walter E. Webb, 
National Life, U. S. A., Chicago. 


Illustration 


Mr. Arthur has a son and two daugh- 
ters, all married. As they became mar- 
ried he gave each a house, but on each 





of these homes there is still a mortgage 
of $5,000, which he intends to pay off 
as he becomes able. In his will, in 
which the Central Trust Company is 
made his executor, he wishes to leave 
these houses to his children clear. Can 
the joint service of a life insurance and 
trust company be utilized to carry out 
this purpose, and how? 
3:35—Presentation by John A. Blond. 


Green are partners on an 

in a $25,000 concern. They 
current liabilities, on a 6(- 
which never exceed $6,000, 
collections on accounts re- 
ceivable, on a 30-day basis, plus cash 
sales, usually safely exceed their lia- 
bilities. They have no partnership agree- 
ment, having started together when they 
had small means. The business has 
gradually 
a partnership agreement has been neg- 
lected. Neither owns much property 
outside of the business and each has 
his home in his wife’s name. They have 
not agreed upon any method of valuing 
the firm’s assets, nor provided how the 
purchase money is to be raised nor at 
what intervals or in what sum it can 
be paid. Business life insurance, they 
feel, would not serve them, except to 
complicate their problem, if payable 
either to the survivor or to the firm. 
In what way can life insurance be drawn 
to meet their wishes? 


White and 
equal basis 
have only 
day basis, 
and their 


3:50—Presentation by James F. Oates, 
N. W. Mutual, Chicago. 
Illustration 
Mr. Wilkinson is a man of large 
means, worth probably $1,000,000. He 


been disturbed by reading of the 
large amount of inheritance, transfer 
and other taxes, state and federal, that 
have fallen upon other estates, and par- 
ticularly of the shrinkage of these es- 
tates caused by the necessity of meet- 
ing these taxes. He is interested in 
any way of reducing his income tax. 
He is 47 years of age, has a wife age 
42, and three children, two girls and a 
boy. Is there any way of reducing his 
income and inheritance taxes in full 
compliance with the state and federal 
laws? 

4:05—Presentation by Ernest H. Moore, 
assistant cashier, National Shawmut 
Bank of Boston. 


Illustration 


has 


Mr. Johnson is a wealthy manufac- 
turer, worth probably half a million dol- 
lars. A self-made man himself, he is 
anxious to provide for the education of 
his four children—three sons and a 
daughter, age 11, 9, 4 and 1. He wishes 
to leave a fund that will pay $1,000 a 
year for four years for the education 
of such of his children as are qualified 
to take advantage of this opportunity to 
go to college, provided they make good 
use of their opportunity. He does not 
wish the money to be paid for their 
education unless they take it earnestly, 
stand well in their classes and educate 
themselves properly. Leaving a policy 
definitely to provide $1,000 a year for 
four years for each child will not an- 
swer the purpose, because he wishes 
these conditions complied with. How 
ean the joint service of a life insurance 
and trust company be used to provide 
and distribute these funds and carry 
out his wishes? 

4:20—Presentation by 
Mass. Mutual, Chicago. 


Norris Bokum, 


Illustration 


Mr. Peterson is a man not of large 
means but a very liberal contributor 
to many charitable organizations. a He 
pays $10 a year to several institutions, 


including the Y. M. C. A., the Y. W- 
Cc. A. the Red Cross and the Public 
Health Nursing Association. He is !®- 
terested in all these and would like 
to see his subscriptions continued after 
his death. His estate is not liquid— 
it consists largely of interest in his 


own business, which cannot be re adily 
converted into cash at his death—an 
therefore to provide bequests from bis 
general assets would be difficult bec ausé 
they could less stand the drain after his 
death than during his lifetime. Can 
insurance be used to carry out his pur 
pose? 
4:30—Adjourn. 





National Guardian Convention 


The annual agency convention of the 
National Guardian Life of Madison. 
Wis., will be held in Madison, Aus: 
30-31. ° 
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NATIONAL LIFE U. S. A. RALLY 





Home Coming Reunion of The Agency 
Leaders Will Be Held in Chicago 
Next Week 





The National Life, U. S. A., has com- 
pleted its plans for a home coming 
meeting at the Hotel LaSalle in Chica- 
go, Sept. 3-6. The dates are fixed in 
order that the delegates may be in 
Chicago to enjoy the convention of the 
National Association of Life Under- 
writers, Sept. 5-7. There will be more 
than 200 delegates at the home com- 
ing of the National Life from 41 states 
in which the company is doing busi- 
ness. An elaborate program of an edu- 
cational and entertaining nature has 
been worked out by Vice-President 


Robert D. Lay and Superintendent of | 


Agents Walter E. Webb. The main 
subjects to be discussed are: 

“Outstanding Features which Quali- 
fied Me for the $100,000 Club;” “Why | 
am with the National Life, U. S. A.;” 
“Methods of Selling Life Insurance in 
Rural Communities;” “Life Insurance 
as a Foundation;” “How I Sell Life 
Insurance and a Glimpse into the 
Future;” “Mortgage Indebtedness In- 
surance,” 

The following officers will give ad- 
dresses: President A. M. Johnson, Vice- 
Pre'‘dent Robert D. Lay, Superintend- 
ent of Agencies Walter D. Webb. 
Treasurer Levering Moore, Medical 
Director W. A. Jaquith, Assistant Sec- 
retary H. L. McCourtie. The entertain- 
ment includes a motor trip up the north 
shore on Monday with a reception and 
dinner at the residence of President 
Johnson. There will be a banquet at 
the Drake Hotel Tuesday evening 
following an afternoon session at the 
baseball game between the Cubs and 
St. Louis. In addition to the officers 
those who have been invited to make 
addresses at the banquet are Rufus M. 
Potts of Chicago, Fred W. Potter of 
Springfield, Ill, both former state insur- 
ance superintendents; Insurance Super- 
intendent Thomas J. Houston of Illin- 
ois; ex-Governor Charles S. Deneen of 
Chicago and C. M. Cartwright of THE 
NATIONAL UNDERWRITER. 


Baltimore School Ready 


With virtually all except a few de- 
tals worked out, the plans for the 
school of life insurance underwriting at 
the Baltimore, Md., Y. M. C. A. are 
complete. So thoroughly have the plans 
heen laid that the school will be second 
to none of its kind in the country. The 
main purpose of the course will be to 
‘ran men in the essentials of life in- 
surance principles and life insurance 
selling, and 16 special lectures on both 
phases have been outlined. The lec- 
turers will be men prominent in the 
Profession, and will include leading Bal- 
tmore life men as well as equally well- 
‘town men from out of town. The 
number of men to be admitted will 
Probably be limited to 75 and 25 nomi- 
nations have already been made bv gen- 
eral agents. Ernest J. Clark, former 
President of the Baltimore Life Under- 
Writers Association. is dean of the 
school. Curtis A. Hollingsworth. for- 
merly assistant professor of life insur- 
ance practice at Carnegie, will be di- 
rector and J. Bruce Thompson will be 
assistant director. 


Visitor from Honolulu 


m. D. Creedon, manager of the insur- 
Co. j department of B. F. Dillingham & 
ee. is a San Francisco vis- 
Ualty n addition to several fire and cas- 
2 companies. Mr. Creedon’'s office 
— the West Coast Life in Ha- 
cu He will be in the United States 

‘eral weeks and will participate in the 
ies Coast Life $100,000 Club conven- 

nat Lake Tahoe in September. 








- 


~~ ~~ -™ ~~ 


This is one of a series of messages appearing each week. 
Watch for the one to appear next week. 


A Cordial 
Invitation 


Our national headquarters in the Illi- 
nois Merchants Bank Building are open 
to visitors attending the National Con- 
vention of Life Underwriters and their 
friends. Every courtesy we can extend 
is open to all. A private office and stenog- 
rapher service will be at the disposal of 
visitors. 


Ask for a free copy of Radio Address 
on “Life Insurance,” by James A. Griz- 
zard. 


Pronounced Griz-ard’ 


SYSTEM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 


Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 
MICHIGAN, Incorporated Metropolitan Bldg., AKRON 
Ist Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 











12 


THE NATIONAL UNDERWRITER ee 30, 1923 A 





































































CONTINENTAL MEETING ae president of the National Am- Prospects,” W. H. Childers, Dalhart, TOPICS OF DISCUSSION F 


monia Company, were the chief speak- | Tex.; “Closing a Case,” Pem Denton, 
ers. Dalhart, Tex.; “Suggestions as to De- —- 


OSIONACH HEADS CLIC CLUB Many Ten-Minute Talks velopment of New Territory,” A. W. 
Garraway, Jackson, Miss.; “One Plan I LIFE OFFICIALS TO SPEAK R 


The ten-minute talks by club members Am Now Using to Make Sales,” G. A 


. y a distinct feature of the conven- | x; ~ . - a. 
St. Louis Company Has Attendance of — —s . :_ | Nordstrom, San Francisco; “S 1 Fea- 
tion. Some ois e . sco; “Special Fea — : : 

ion ome of the speakers and their tures Peculiar to Our Policies.” Lem T. Michigan Companies Will Hold a E 














75 at Agency Convention Held at subjects were: “A Life Insurance Pro- a “le See are : 
2 gram for creating a Permanent En- ee ee 7: ei, page Meeting at the Office of the 
Home Office dowment,” G. M. Rider, Kansas City; 4 iL 2 ee Se ea Agricultural Lif 
> | also talks by Joe Musgrave, Tulsa,; D. ws ° 





“Why I Entered the Life Insurance J. Duncan, Bowling Green, Ky.; J. C. 


oo Business,” W. H. Osionach, Memphis : . 
ST, LOUIS, Aug. 28—Henry W.| Tenn. “Ac . pt ne PS, | Johnson, Cedar Rapids; Abraham Dale- 
) Tenn.; “Agency Organization,” C. bout, Salt Lake City; J. S. Neff, San 





A meeting of the officers of the. Mich- 


Osionach of Memphis, Tenn., was | Ki ; : i ; 
: d h ‘ + Was | Klitgaard, San Francisco; “Loyalty,” ; : 
et . 1 i : ; - ancisco; “Loyalty,” J. | 5 a a ae . igan life i ance 
elected president of the Clic Club of | H. Woods, Salt Lake City; “How ji pcg RT cage Cae Rte war held at the office of the Agricuktural Lik 
Bs ee Ret Pe ~ Saxe  § es «: = m, Sz ’ ‘ - 3 = ve 

+ egy onsale oa at the conven- Maintain a Consistent Production,” H. Truscott Milea City, reagent 1; = in Bay City, Mich., Sept. 12. One topic . 
rf ore lz reek » ans 7, aks J " > On . » 4 A. . f ; Si i : neces 

n here last week. Other officers | A. Thackeray, Morgan, Tex.; “Life In- Valleau. Sen Francisco. for discussion will be “Recruiting and \ 


elected were: G. J. Klitgaard, Sz surance as ie “redits,” Traini 5 “i i 

: eS é an | surance as Applied to Credits, m3 — : é alesme rhic 
Francisco, first uckeantiees R. G. Hanks, Sen ate dle “The Necoueing The club's — stands for Conti- cca My meng he ang The fi 7 aa 
, “SY | nental Life Invincible Centurians. The : I : pete f 


























Ellis, Topeka, Kans. nd vi .| of Life Insurance,” W. M. Li i re » “Me : a Saal cal ‘ 
dent; J. H. Wood, Salt Lake City, Whird Salt Lake City; “Country Reais sew club year opened Aug. 16. cet a . oa me yg Ao ‘ot 
vice- president; George M. Rider, Kan- F. McGuire, Jonesboro, Ark.; “The In- Western States $100,000 Club Life Insurance Salesmanship” and_sec- 4 
sas City, Mo., fourth vice-president, stitution of Life Insurance.” W. T. é ie ondly, “Methods Employed in_ Training ch 
and J. Dewitt Mills, secretary of com- | Street, Poplar Bluff, Mo.; “The Selec- _The Western States Life of San Fran- |/the New Recruits in Life Insurance 1S 
pany, secretary. tion of Business That Will Renew,” J. | S'S°° reports that the 1923 $100,000 Club Salesmanship.” George B. McGill, su- pr 
The meeting was attended by a. M. Hensley, Bay City, Tex.; “My Life - the largest in point of ‘numbers iN | perintendent of agents of the Michigar cle 
proximately 75 agents and company offi- Insurance Problems in Nevada,” C. M. | ¢ history of the company as well as | Mutual Life, will read a paper and it tr} 
cials, On the opening day William | 5tatr, Reno, Nev.; “The Junior Banker ” ee prema’, The company IS | will be discussed by M. E. O’Brien wa 
King, manager of the Missouri Auto- Policy,” Fred Blattner, Wellsville, Mo.; a i oe pelig very mem seek bw 206,- president of the Detroit Life. Dr. \ an 
mobile Club, spoke on “Life Insurance,” | “Why City Business Is Profitable,”"R eo € Increasea nr, |G, Hutchinson of the Michigan Mutual ps 
replacing J. Allen Fiske of the Aetna | N. Thomas, Louisville; “Why Coati- or = qo this — The | Life will read a paper on “Selecting of 
Life, who was unable to appear. At the nental Policies Sell,” R. C. Ellis, To- oy an ee oe —e “1 7. MY ry 2" | Life Insurance Risks.” The discussion lit 
annual banquet Samuel W. Fordyce, | peka: “Monthly Income Lump Sum.” a be oe a will be led by Dr. J. C. Grosjean of the thi 
prominent attorney, and John G. At-!C. M. Mill : apy “Reser el b--renonggllian ronado, Cal, ‘Aug. oY. tO | Agricultural Life. C. F. Cross of the ta’ 
” - 4 . er, Los Angeles; “S 2 . of 
7 eer ocuring © Sept. 1. American Life will talk on “Special 
Class Lines,” and E. C. Wightman of 
the Detroit Life will lead the discussion 
Carl G . George Brown, the Detroit insurance Sul 
_ <3. Winter Charles W. Folz man and member of the Michigan leg- wa 
Secretary islature, will give a talk on “Closer Con- col 
tact with the Fublic.” kn 
sol 
me 
BIG GROUP POLICY PLACED wre 
en 
Pan American Life And Metropolitan tar 
Life Write Employes of The New - 
Orleans Public Service : er 
x ent 
The largest group insurance deal ever ma 
closed in New Orleans as well as in 
entire gulf section became effective yes- ; 
terday when the New Orleans Public ” 
Service, Inc., placed a group policy =i 
totalling $4,500,000 on 4,000 employees ad\ 


dividing the insurance equally between 


the Pan American Life of New Orleans 9 - 
e ] u IC avin S and the Metropolitan Life of New York tor} 
The New Orleans Public Service owns _ 


all street railways and controls prac- 


: °,e ° . ic rg ras slectric f ~hises ma 
Our proposition to high grade insurance men is a wonderful incentive ne ee ee ee a si 
to successful effort. Honest ambitious busines > a 
Pua : iness men are finding the Mew Chicago Disestery War 
ublic Saving's policies great money makers. Old timers in the in- The 1 liti F the Chi | ning 
“7 . ’ . Cy Sa eee . ; se 1e 1923 edition of the licago In- up 
surance field praise it for its fairness and completeness. surance Directory has come from the nov 
gn press of THe NatIoNAL UNDERWRITER in ¢ 
. r > This gives complete record of insurance not 
A ( reat Fi Id t W k | offices in Chicago and Cook county. It am 
' ‘ e oO or n gives a list of brokers and _ ther mar 
Publi addresses, the class 2 men, casualty ente 
ublic Savings is going strong i ; wtheite and surety men, the fire insurance gre: 
districts of Ohi Mi h; trong mn the big Industrial agents and the life people. It is very itali 
; so 10, Michigan, Indiana and Kentucky. complete. The company and genera! him 
We have splendid openings in ‘Detroit, Dayton, pete Soetey © oe a ence hoe - him 
rT - . . - - " 00 ogetnher w ith u intormatio! su 
Toledo, Springfield and Louisville. The right man garding the various organizations allied men 
can make a record in any of these prosperous centers. van eee he, 
on ed not 
bu 
A Complete Line to Sell reves gir ; 
B The annual convention of the “Cor 
Public Savings offers a very complete line of modern National Lite was held Lake Okoboi ne 
J “— ” our 
Industrial and Ordinary policies. Get acquainted en eae On ee bee Prix 
> an 7 : ana, as electe resi nals 
with the line. Learn all about our contract. of the agency association. The agencit me 
represented were R. S. Blossom, A. Rol 
Carper, D. J. Connolly, E. W. DeN« a 
Don’t Delay—Write Today to Hal E. Smith, C. I. Snyder and H. Y po 
Wilhelm & Co. W. Rolla Wilson, s¢€ " 


W. SCOTT DEMING ond vice-president and superintendent ol wall 
ae . 7 the hom § 


agencies, was present from 


















Second Vice President and Agency Manager office and spoke. H. O. Wilhelm © Panic 
Omaha, state agent for Nebraska, spox chin 
on “Agency Morale.” D. J. Connol lied 
u i Cc a vl n g = In sur a n Cc e te was president of the club last year mn 
surar 
oO fe ————— ject | 
Public Savings Building Indianapolis edb enacting cove 
A life insurance company is in_proce* full + 
of organization at Tamna, Fla. It 1s &* 
pected to apply for a license some tim appli 
. iT 














this fall. 
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FARM FRUITFUL FIELD 


RURALISTS WANT INSURANCE 





Editor of Farm Paper at Des Moines 
Tells of Replies to Questionnaire 
Sent Out Recently 





DES MOINES, IA., Aug. 28.—G. F. 
Balliet, editor of the insurance and in- 
vestment department of the “Iowa and 
Corn Belt Farmer,” has gained consid- 
erable information through a question- 
naire submitted to several thousand 
farmers in what is known in agricul- 
tural circles as the corn belt. Replies 
to the questions submitted point con- 
clusively to the fact that rural America 
is the most fertile field for life insurance 
promotion. Mr. Balliet made it quite 
clear in his letters that he was not 
trving to exploit the farmer but he 
was trying to help him. He disclaimed 
any connection with any insurance com- 
pany and in this way got the confidence 
cf the men he sought to interest in the 
life insurance problems. Having gained 
this confidence he found it easy to ob- 
tan the viewpoint of the farmer. 

Farmer “Wants to Know” 


“The farmer is not averse to life in- 
surance,” Said Mr. Balliet, “but he does 
want to know just what the different 
companies have to offer. He wants to 
know if payments can be made at sea- 
sons of the year when he will be able to 
meet them and if it is possible to form- 
ulate a flexible policy that will be elastic 
enough not to force him to sacrifice either 
farm products or live stock when mar- 
ket conditions are unfavorable.” 

With such assurance Mr. Balliet be- 
lieves that the farmer will become an 
enthusiastic recipient of insurance infor- 
mation. 

Will Find Fruitful Field 


“I believe,” says Mr. Balliet, “that 
if an insurance solicitor is thoroughly 
advised as to the farmer’s problems and 
enters into a discussion of his insur- 
ance needs in conformity with this in- 
formation that he will find a most fruit- 
ful field for life insurance promotion. 
I am convinced that a solicitor who 
makes a study of the farmer as well as 
a study of his problems and meets him 
on a common ground will be amply re- 
warded. The trouble with the city chap 
who goes into the country to round 
up the farmers, as he calls it, will get 
nowhere unless he meets the farmer 
in the spirit of equality. The farmer is 
not a greenhorn, neither is he an ignor- 
amus. He likes to be approached as a 
man at the head of a great business 
enterprise. with an investment equal or 
greater thar is represented in the cap- 
italization of his local bank. Approach 
him in this spirit and then point out to 
him the need of all business men for 
msurvnce that will enable the adjust- 
ment of their affairs without a sacrifice 
it called hence, and you will have won 
not only the business of the farmer 
but his confidence and esteem as well.” 


Mississippi Sues for Taxes 


Suit has been filed in the chancery 
court of Marshall county against the 
Prudential. Penn Mutual Life, Metro- 
Dolitan Life and Home Life of New 
York by State Revenue Agent Stokes V. 
Robertson, to recover certain back taxes 
alleged to be due from the defendant 
companies on certain policies placed dur- 
ing the years of 1916 and 1922. The 
revenue agent claims that the com- 
panies failed to report these taxes. He 
clhims that dividends which were ap- 
Plied by policyholders to pavments of 
Premiums and purchase of additional in- 
surance were not reported, though sub- 
ject to taxation. A decree is asked re- 
quiring the defendant companies to dis- 
Cover the amounts so solicited and make 
full report on them. 


The Old Line Life of Milw ; 
, “ r Milwaukee has 
applied for license in California. ss 
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an-American Five Point Victory Policy 





There Are Five Distinct Features: 


1. 


2. 


organization. We wish to establish a few new general agencies. 


If You Die: 


Your family or estate will receive the full face of the policy. 


If You Die by Accident: 


Your family or estate will receive double the face of the 


policy. 
If You Suffer Total Disability: 


You will receive a monthly income for life, and at your death 
your family or estate will receive the full face of the policy. 


lf You Live: 


You are guaranteed a substantial decrease in premiums at 
every five-year period, which guarantees you a very low cost 


and a fully paid-up policy. 
lf You Wish a Savings Fund: 


You can mature this policy as an Endowment according to 
its terms and receive more than the full face of the policy. 


The Pan-American writes a complete line of Accident and Health policies which are modern and up-to- 
date in every respect. Our Sub-Standard Department has broadened our already excellent service to our agency 


If you are interested, write to us. 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS 
President 


E. G. SIMMONS 


Vice-President and General Manager 
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Had the Life Insurance Spirit 


MANy years ago when the late Wur- 
L1AM D. Wymay, president of the Brrk- 
SHIRE LIFE, soliciting agent in 
Chicago, he the acquaintance of 
the manager corporation which 
later developed into a very sizable insti- 
tution. This manager 
with Mr. WyMan’s earnestness, 
scientiousness, probity and 
best service that was in 
this 


was a 
made 
of a 
was impressed 
con- 
desire to 
give the very 
him. As time 
recommended Mr. Wyman to all his as- 
insur- 


went on manager 
sociates and employes when life 
ance was needed. 

Hearing the other day of Mr. 
WymMan’s death, this manager made the 
following comment: “I the very 
highest regard for life insurance. I be- 
in it thoroughly. | the 
service that it renders and the men who 


have 


lieve esteem 


are in it. My view of life insurance came 
very largely through Wituiam D. Wy- 
MAN. When he was a young man here 
in Chicago, making his way I 
impressed with his honesty of purpose. 
I knew little about life insurance. It 
seemed intricate and bewildering. There 


became 


Set Aside All Technicalities 


INcwwENTS of how life insurance com- 
panies settle claims and do not resort 
to technicalities make a 
canvassing document. There are very 
few life insurance claims contested. 
When a company denies liability there 
of the policy 
contract, attempt at fraud or something 
of a very nature back of the 
action. 

The New York Lire relates 
dent that illustrates the point 
making. It had a policyholder, 
man who took out insurance apparently 
in very good health less than five years 
ago. He contracted 
wholly incapacitated for two years and 
died, 
were not reported to the company 
the time, due undoubtedly to the 
that the policyholder and his family 


most valuable 


is some woeful violation 


serious 
inci- 


are 
a young 


an 
we 


tuberculosis, was 
The circumstances of his disability 
at 
fact 
did 


Must Know What Not to Do 


WILLIAM ALEXANDER, secretary of the 
EguitaB_e Lire of New York, says that 
it is just as important for the agent to 
learn what he must not do as it is for 
him know what to do. Mr. ALEx- 
ANDER asserts that to build up a large 
and permanent business, an agent must 
not only have good manners, manifest 
an interest in his prospects and be ac- 
commodating, but he must not 
there. He must render genuine service. 


to 


stop 


seemed a multitude of policies and pro- 
The nomenclature the 
ness was technical. It seemed a mighty 
sea of policy provisions. I thought that 
| would forget all about the technical 
features of life insurance and simply rest 
case with Mr. Wyman, be 
trusted him implicitly. Therefore, 
WyMAan became my insurance 
lor and he acted in a similar capacity 
with a number of em- 
ployes and friends. 
strong bulwark of his 
men in any calling give it its tone. 


visions. of busi- 


cause | 
Mr. 


counsel- 


my 


my associates, 
Mr. WYMAN was a 
Such 
If 


business. 


we had all Wittiam D. WyMawns in life 
insurance, we need not advertise its 
assets, its achievements or its glories. | 


Men like Mr. WyMANn would not be en- 
gaged in any which not 
square with the public. | am glad that 
I got my early glimpses of this great 
business through Mr. WyMaAn.” 

That is one of the finest tributes ever 
paid to a man in any business. The rep- 
utation that Witttam D. Wy™Mawn left in 
his various relationships in life will stand 
as a monument to his memory. 


business, was 


not appreciate the benefits allowed un- 
der the contract. The facts finally be- 
came known to the company. Without 
the slightest delay the New York Lire 
refunded the back premiums. The 
ability insurance 
paid the same as if they had been re- 
ported at the proper time in accordance 
with the terms of the The 
New York Lire paid this simply in the 
line of duty. It regarded the policy con- 
tract its spirit and essence not 
in its mere verbiage. Other companies 
have made settlements equally lib- 
eral. There is no disposition on present- 
day life insurance companies to dedge 
responsibilities. 
have incidents of this kind to show 
remarkable spirit in the settlement 
claims that can always be found among 
life insurance companies. 


dis- 


benefits and the were 


contract. 


in and 


as 


It is very reassuring to 
the 
of 


To that end, he must know his business 
and represent a reputable company, be 
able and willing to give each client com- 
plete and permanent protection. Mr. 
ALEXANDER says that to sail a boat one 
must know how to steer it. He must 
note the direction of the wind and trim 
his sails accordingly. To catch fish he 
must use the right kind of bait, know 
where the fish are to be found, to 
hook and land them. 


how 











Allen S. Hathaway, 62, secretary of 
the Northwestern Mutual Life, died 
suddenly Thursday night at his home in 
Milwaukee. Mr. Hathaway was taken 
sick a week before his death. 

Mr. Hathaway had been with the 
Northwestern Mutual since going to 
Milwaukee in 1887, and was widely 
known in insurance circles throughout 
the country. He was a quiet, dignified 
man, with a charming personality thar 
won friends and retained friendships. 
Mr. Hathaway was born in Bedford, 
O., and received his education there. 
He entered the employ of the North- 
western Mutual in Milwaukee in 1887 
and gradually worked his way up in 
the organization until his appointment 
as secretary in 1906. 

The funeral was held Saturday. Hon- 
orary pallbearers were W. D. Van 
Dyke, P. R. Sanborn, M. J. Cleary, 
George Lines, Percy H. Evans, J. W. 
Fisher, and George E. Copeland. Active 
pallbearers were Dr. F. W. Kappelman, 
E. E. Rogers, H. E. Salsich, Dr. C. H 
Beebe, Thomas H. Hayden and A. H. 
Feiling. 


Geo. B. Peak, president of the Cen- 
tral Life oi Des Moines, of the United 
States, died Friday night at his home in 
that city after having collapsed the day 
before while at his desk in his office. 
Acute indigestion is given as the cause 
of his death. He was 66 years of age. 
He is survived by his widow, Mrs. Alice 
Hobbs Peak, one son, George A. Peak, 
and one daughter, Mrs. Vesta Peak 
Denny. Mr. Peak had been a resident 
of Des Moines for 35 years, going there 
from Kentucky as manager of the local 
office of the Equitable Life of New York. 
In 1896 he organized the Central Life 
holding the office of president continu- 
ously until his death. He promoted the 
construction of the new Insurance Ex- 
change Building at Des Moines, to 
which his company moved a few weeks 
ago. 


John C. Irwin of South Bend, Ind., is 
president of the $100,000 Club of the In- 
diana agency of the John Hancock Mu- 
tual. For many years he led the John 
Hancock forces in Indiana. For the 
first six months of this year he was the 
second man on the honor roll of the 
company at large. He went with the 
John Hancock in August, 1910, starting 
in Mishawaka, a few miles from South 
Bend. Then he moved to South Bend 
which provided a more fertile field. In 
the years that he has been there he suc- 
ceeded in writing over $5,000,000 in in- 
surance on 1,400 lives. He specializes 
on no one kind of insurance. Some years 
his business has been up around $750,- 
000. His lapse ratio is very low. Mr. 
Irwin believes in the good old funda- 
mental sales talk and keeping in touch 
with policyholders. 

Richard Sortman, general agent at 
Hamilton, O., for the New York Life 
and prominent locally, died at his home 
following a short illness. Mr. Sortman, 
who was 53 years of age, has been in 
the life insurance business since he was 
25, having made a success with the New 
York Life. 

John Newton Russell, former presi- 
dent of the National Life Underwriters 
Association and now manager of the 
home office general agency of the Pa- 
cific Mutual Life of Los Angeles, was 
the first man to arrive on the scene in 
Chicago to attend the big convention of 
the National Life Underwriters Associa- 
tion to be held next week. Mr. Russel 
is accompanied by his wife. They went 
by boat to Seattle, Wash., taking their 
Lincoln automobile there from Seattle 
toured through Glacier National Park 
and through Canadian points down to 
Chicago. After the. convention they 
will tour through to the Atlantic coast. 
Mr. Russell expects the next national 
convention to go to Los Angeles. He 


is on hand with the true spirit of 


JOHN NEWTON RUSSELL 


southern California. Des Moines seems 
to be the only competitor. The place 
of the next mecting will be decided by 





the executive committee at its session 
next Tuesday. John H. Russell, son 
of John Newton, is secretary of the 
National Life Underwriters Associa- 
tion and will arrive the latter part of 
this week in Chicago. 


Miss Josephine Wicker recently be- 
came an agent for the John~ Hancock 
Mutual Life in Boston. She was a 
school teacher but desired to get into 
some line of endeavor which would give 
her a wider opportunity and enable her 
to earn a larger income. She decided on 
life insurance. Miss Wicker was ac- 
quainted with a number of members of 
the graduating class of the Massachu- 


setts Institute of Technology this year 
The subject of a class endowment 
through life insurance was considered 


and she became immediately busy. She 
was successful in landing the business 


Walter B. Mahassa, 


who led the 

tire sales force of the Bankers Life of 
Iowa in July, confines all his efforts 
largely to one county in north central 
Iowa. In March, Mr. Mahassa wrote 
27 applications and in May, 29. Up to 
Aug. 1 his total number of applications 
for the year was 149, representing $339,- 
250 insurance. Mr. Mahassa wrote 34 
applications in July. 


of English & 


William M. Furey 


Furey, general agents of the Berkshire 
Life at Pittsburgh, who has been prom- 
inently mentioned for the presidency of 
the National Life Underwriters As- 
sociation, advises THe Nationa UNbeER- 
WRITER that under no condition or cir- 
cumstance could he accept the office 


even if offered him. He appreciates the 
compliment of having his name men- 
tioned in connection with the position 
and states that it would be a great honor 
to be at the head of this organization 


He, who 


however, says that the man 
takes the office, if he is to make his ad- 
ministration successful, must virtually 


give un one year of his time to the work 
Mr. Furey says that he is not in a po- 
sition to do that now. 


C. B. Knight, agency manager of the 
Bankers Life of lowa at Denver was 
taken suddenly ill last week being al 
flicted with appendicitis. He was oP 
erated on in a short time after he was 
stricken. 


Last week Darby A. Day, Chicago 
manager the Mutual Life of New 
York and president of the Chicago As 


of 





sociation o: Life Underwriters cel: 

. i : — 
brated his 46th birthday. In honor 0 
the occasion, several of his leading 


agents presented him with a strikingl) 
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handsome floral bouquet, which was —=——== eee ee eee 
ylaced on his desk during his tem- | 
Soraty absence from the office. Be- LIFE AGENCY CHANGES 
fore he returned to his desk, Jules Gir- ; | 
ardin, Chicago general agent of the 
Phoenix Mutual, happened into his office | yaTES MADE GENERAL AGENT | with other lines and somewhat indif- 
and, ae ~ flowers, — mn Ce | ferent to life insurance, Mr. Yates has 
bouquet his business card upon which ancl eens ‘fort and training 
he wrote: “With the compliments of Well Known Penn Mutual Man Goes to | pasar A = co ay be Mh or of 
Jules Girardin.” When Mr. Day re- Detroit for the Massachusetts more than $5,000,000 in life insurance 
turned to his office, he was at a loss to Mutual Life annuals 
understand why he should be so gener- , 

* ———a Was Raised on a Farm 


ously remembered by Mr. Girardin. 
While he was still trying to solve the 
problem, the agents who had actually 
made the presentation, burst in upon 
him and thus cleared up the mystery. 


The 


nounces the 


a *| died last May. 
Dr. J. R. Conklin, recently appointed | Massachusetts 
general agent at Pittsburgh, Pa., for the Mutual Life 
Continental Life of St. Louis, fornierly | - ae 
was a dentist who for a time wrote life 


insurance as a side line However. he in 1910 and announced he was through 
‘ as ‘ a 

; . , A. Alexander & Co. ar - a me ——_? <a 
found the business so productive he de- \ Te cage capped ee <a —— farming at 50 cents a day. Just where 
ren SE ae . ae rior to going t ucago Ar. ate his road was going to lead he did not 
cided to change professions. Dr. Con m ian ames am ter ae ing 

lin was with the Peoria Life for several | W@5 @S5'Stamt general agen o 1€ | know, but he believed there were better 


years and is well equipped for his new 


position, of these 


ea of achievement 
Miss Marian McClench, daughter of | life: insurance 
President W. H. McClench of the | Proud of. 
Massachusetts Mutual Life, met with a 
serious accident while in an automobile 
collision in Los Angeles the other day. 





Massachusetts 
appointment ot 
Yates of Chicago as its general agent at | of 
Detroit, to succeed C, W. 


Pickell, who | has a population of less than 1,000, ex- 

Mr. Yates goes to the | cept on Saturdays. Realizing the hope- 
Mutual from the Penn | Jessness of ever achieving very much as 
having tor the last two] a farm hand he threw down his hoe in 


years been in charge of the lite insurance 
activities of the Chicago agency of W. 


Penn Mutual at Seattle, Wash. 
connections 


Entering the Penn Mutual ranks after 
the war as office manager at 
was soon promoted to assistant general 


Life an- 


John W. 


Mutual Mr. Yates raised on a farm in 
south Georgia located on the outskirts 


the small town of Barwick, which 


Was 


the cotton field one hot summer's day 





In each things in life than following a stubborn 


hick he has a age | mule from one end of a row to the | 
By x00! air aan feel other. Having purchased “A course in : SON W. 
| Bookkeeping by Mail” for $2.50 he | *©w General 
sought work in this line and _ finally 


found a position in a neighboring town 


Seattle he : : . : 
atter convincing the employer of his 





Agent 





YATES 
Massachusetts 
tual at Detroit 


Mu- 


ments for the betterment of the com- 
munity at large and the business of life 

At the time of his appoint 
was chairman of 


the member- 
a member of the 


executive committee of the Chicago Life 


Joseph N. ‘Silveira 


Joseph N. Silveira has been appointed 


Her leg was so badly broken that she | «gent. Within few months the gen- | afnestness if not of his ability to hold | insurance 
was taken to the Good Samaritan Hos- | eral agent was taken ill and for several | the job Chis soon led to a clerkship | ment he 
pital and will be there for some time. | months following the Penn Mutual’s | in a bank of $40 per month, $10 ot | ship committee and 
Miss McClench is an agent of the Mass- | business in eastern Washington was | which was spent for night tuition in 
achusetts Mutual in Detroit and has | under his supervision. About the time | business college. After four years’ work | Underwriters Association. 
gained many plaudits for her splendid the general agent was able to return | in the different departments of the bank 
work. . to his duties, W. A. Alexander & Co.| he was elected assistant cashier At 
— | of Chicago, one of the largest general | the outbreak of the war he was an 





official of one of the largest financial in 





Life Notes | insurance agencies in the United States, general agent for the Montana Life at 
The S i ; , " ; | Were appointed general agents for the | stitutions of Florida which he had | Santa Cruz, Cal., with jurisdiction over 
ve St. Louis office of the New York | Penn Mutual being attracted by the | assisted in organizing. four surrounding counties. Mr. Silveira 
Life plans to run a special train from » . > $ : . : 
St. Louis to the company’s $100.000 club | work of Mr, Yates in the Pacific North- During the war he rose from an en- | was with the West Coast Life for sev 
gathering at Signal Mountain, Tenn., on | west and after considering a number of | listment in the ranks to an officer in | eral years and more recently with the 
So oe « oC aon Sten . ° . . of ° 7 z ? 
— = nal oe of the trip! applicants to take charge of their life | charge of the disbursements at one of | Pacific Mutual. whom he was a 
p - . insurance dep . * was invite the gener: . for » 3 arge per : “er 
The Brown & Hulbirt Agency of the | ™Surance department, he wa invited to e ge eral supply depots for the army | large personal producet 
International Life of St. Louis at Corpus | come,to Chicago to take the job. Com- where the payments for supplies and ae 
—— e = ee —e~ ao ing into an organization which had only | to troops ran into several millions of E. J. Manche 
“Brown Month.” he members of the 60. - . » 2 ——— tae x . ar , 
agency hope to make it the greatest | Wtitten casualty insurance for almost | dollars monthly. ; E. ] Manche, formerly a supervisor 
month in the history of the office 40 years and finding their agents busy | Mr. Yates has been active in move- ! for the Standard Life of St. Louis, has 








BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Offfice: 


Assets 


Lincoln, Nebraska 


$22,700,000.00 








* . - ay 
Bankers Life Insurance Company, 
Lincoln, Nebr. 


Gentlemen: 


at age 48 on the twenty pay life plan. 





Mound City, Mo., May 11, 1923. 


I beg to acknowledge receipt of your check for $2,562.82, handed me by 
Mr. W. O. Miller; General Agent, in settlement of my policy No. 12377, issued 
[ paid your company $1,992.00. 
gives me $570.82 more money than I paid your company, besides having had 
my life insured for $2,000.00 for the twenty years. 

I thank you for the prompt payment of my policy on the day it matured. 


Yours very truly, 


Matured in the 


OLD LINE BANKERS LIFE INSURANCE 


COMPANY 





This . 
¥ Name of insured............. 


Residence 


LOUIS BUSCH. 


SETTLEMENT 


Total cash paid Mr. Busch...... 





'f 





interested, consult one of our agents or write Old Line Bankers Life Insurance 


And 20 years’ insurance for nothing. 





TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 


of Lincoln, Nebraska 


Louis Busch 
Peat kewe eke Mound City, Mo. 
Amount of policy.............. 
Total premiums paid........... 


. . $2,000.00 
.. 1,992.00 


. .$2,562.82 


Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 
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been appointed district manager for that 
company at Quincy, Ill. He will have a 
direct charge of some 19 river counties THE PENN MUTUAL . 
T M Wh Will R : in Illinois and Iowa. However, his ap- : 2 : 

oO en Oo 1 ecognize pointment will not disturb existing agen- 1S national in the scope of its oper- o 
e cies of the company in that territory. ations. It is individual in the serv- 
an Opportunity: An important part of Mr. Manche’s du- ice that it renders to its members 

ties will be to develop unorganized sec- and to its field representatives. 

tions in his district. Back of your independence it is . 
: ready to stand as an economic bul- . 
E are offering excellent territory surround- Seth B. Thompson wark. C 


ing four Michigan cities, on a liberal General The Penn Mutual Life announces the The PENN MUTUAL V 


apppointment of Seth B. Thompson, for- 






































































































i ‘ 
+ a mpg to — saat qualify = merly with the "Union Central and for Life Insurance Co. 
anagers and organizers. ommunicate many years one of the biggest life in- : . 
directly with surance figures in San Francisco, as its Independence Square Philadelphia 1 
y general agent for Portland, Ore. Mr. 
Thompson succeeds Arnold S. Rothwell,”| * + ol 
who has resigned to devote his full time ta 
Th Ohi N ti | Lif I Cc to personal soliciting. os 
e ho National 11 e msurance ompany Central Life’s Kansas City Agency In 
The Company With A Big Surplus ‘ 4 a $6 
The Kansas City Insurance Agency, 
CINCINNATI, OHIO Kansas City, Mo., has been appointed 
general agent for the Central Life of 
Ottawa, Ill. It will have four counties 
in Kansas and ten counties in Missouri. M 
e This agency is one of the promjnent L. 
To the Man Who Is Willing—and WILL offices in Kansas City writing general he 
insurance. I, Earl Pullen, formerly con- Ro 
We are prepared to offer unusual opportunities for nected with the Phoenix Mutual Life, 7 
money-making | and creating a competence for is manager of the life department. rea 
e FUTURE 
For Contracts and Territory, Address G. W. Patterson and F. E. Frazell 
en « : The Capitol Life of Denver announces \ 
Seino TO H. M. HARGROVE - President the appointment of George W. Patter- | sig 
Beaumont, Texas son of Danville, Ill, as general agent. ° ° son 
~ Mr. Patterson will have ten counties in Provident Life De 
eastern Illinois with headquarters at Insurance Company lf oe 
Danville. ‘ir 
24,856 CLAIMS PAID IN 1922 Fred E. Frazell, Monmouth, IIL, has Bismarck, North Dakota | bur 
Most of the 24,856 claimants to whom wo paid tedomaiay of 1,514,- been appointed general agent and will ; per’ 
eels Ife Insurance. "These drat ares of lines are, still adding ee —_ have eight counties in the vicinity of Insurance in Force, $13,500,000 | van 
to onal hi f of a dial introduction to the claimant’s stent. or to Monmouth. nak 
provide the claimant bimeelf with the additional life protection he intends ensiimeaes H. H. i 1 F.L. Corea ee i ae: 
to take sometime. resident Secretary Je 
We can use more good men to help deliver the 27,000 claim drafts we Frank K. Berry C.L. YOUNG, H. B. BEACH, a 
will issué during 1923. wf you want to make BORE MONEY a letter with Frank K. Berry has been appointed Vice-President Asst. Sec. and Actuary | Vir 
satisfactory references will bring you full particulars city manager in Seattle for the Mon- j. L. — Ww 4 Sees. — 
BUSINESS MEN’S ASSURANCE COMPANY tana Life. Mr. Berry joined the J. H. i it n 
W. T. GRANT, President KANSAS CITY, MISSOURI McCullough agency of the company | % _ trod 
which is located in Seattle. Mr. Berry 
was formerly in the life insurance busi- 
ness in British Columbia and more re- E 
cently in the sales department of the Okla 
1867 EQUI I ABI FE i IFE 1923 Northern Life. Okla 
enmiamenen chus 
H. L. Albert mae 
INSURANCE COMPANY The Pan-American Life of New Or- Moor 
leans has been admitted to California. — 
OF IOWA Col. H. L. Albert, who was formerly ern 
president of the Liberty Life of Cape Beck 
Girardeau, Mo., has been appointed gen- sees 
A Company of Stability and Progress, eral agent of the Pan-American for for t 
Safety and Liberality California. Mr. Albert is a successful i 
ggg” Only high-type men and women can obtaia 
life insurance man and has had very contract to represent this company. PRE 
‘ . valued experience. He feels that the encstieen ta Chl d Minnesots. 
Admitted Assets Insurance in Force opportunity in California is greater than 2 al a ‘Gensel heute quae & 
Ss § Saar eer $12,431,725.00 $ 67,326,327.00 being an official of a small company. rect —_ Company backed by real co 
Sis. 94. 1082. .......-.20000- 44.995.738.00  313.132.592.80 || The Pan-American Life has grown rap- ||] 9Peration- stock 
7 P P . idly and yet strongly. It is now op- fron 
The net returns paid on funds left with the Company is 4.8 per cent. erating in a wide field and is smal — I Petes a 
as one of the important national life A. Mosecey Horxins, Manager of Agencies we w 
companies. first 
For information og agencies Home Office Building al that 
Address: : Des Moines A. W. Hamlett 1.N. BROAD ST.. PHILADELPHIA, with | 
Arthur W. Hamlett, secretary to ; Me 
0 ) 


—— 


— Mayor Houston Quin of Louisville, Ky., aed 
ectiny 


has resigned to become city ——— HOME LIFE INSURANCE CO. ers an 



































A ° M { | Lif A e ti there for the Fidelity Mutual Life T 
cacla utua 1re ssociation has been with the Phoenix Mutual Life New York : he 
Formerly the Masonic Mutual Life Association of the District of Columbia for three years prior to going into the on. ae. 4 — 
Insurance in Force, over $135,000,000.00 Assets over $8,000,000.00 aan or’s ofice two } ars - The resig- slay —" — busine 
We issue all.Standard Forms A Old no Legal Reserve Policies at Net nation is effective Aug. | a. poe =. 1922.$ 1,369,895 1922 s 

it to Master asons $7 y- P. », . 

. To Agents who are Master M in good standing we offer: B. Gradwohl and M. Aach ‘Wonsticlaries in Death Claims, Endow= mitted 
Liberal First Year Commissions. Continuous pt thus insuring an saa 5 oi wo ie i ments, Dividends, Etc............+-- 5,400.18 91,729, 
income for life to permanent Acacia Agents. Real Home Office Cooperation. The Franklin Life of Springfield, IIL, — added to the Insurance Reserve 2,206,176 of $76 
WILLIAM MONTGOMERY, President = — a — aged . — pee Net Interest icone froin “ivestment. 2:110,92 It h: 
Homer Building Washington, D. C. Neb., and has placed Ben Gradwohl an 22,352 in excess of the amount $32,838 
M. Aach in charge. The company has Actoal, mortality experience "SL.81% of $82.g9 

not heretofore been represented in Lin- |] ,,the amount expected. 092, 163,08! The 

coln, but has been writing business in |] admitted Assets 2777777! “46.2538 Maine 

“ . ° ° ° the state from an Omaha agency. Mr. FOR AGENCY APPLY TO Conne: 
T nec 
The Capitol Life Insurance Company desires to obtain the || '\ich has had 25 years and Mr. Grad. = &. oc ao oaee Conn’ 
services of good, reliable agents in all unoccupied territory. | | °"! 20 years of experience in the Ne- Central and Southern Ohio and Missou 

é ‘ a braska field. More recently they have Northern Kentucky Ohio 
Please address the company for further information. we among the best producers of the || Rooms 601-606 The Fourth Nat. Bast Carolin 
acific Mutual agency. Building . 

. . : CINCINNATI, OHIO 
The Capitol Life Insurance Co. of Colorado _—— atone 
Clarence J. Daly, President G. L. Robinson - | HOYT W. GALE oy, | <5 5 
. . . : ‘ " enera anager for Northern , 

Denver, Colorado Guthridge L. Robinson has been ap- 220-233 Leader-News Building Bre: Mrs, 

pointed general agent of the Connecticut CLEVELAND, OHIO ~~ 
Mutual Life at Chattanooga, Tenn., suc- ———"F& tion at 
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ceeding Morgan Watkins, who resigned 
after a little more than two years of 





service in that capacity. Mr. Robin- 
son's territory will include a large part 
of eastern Tennessee. 

John Kelly 


John Kelly, former superintendent of 
schools in Dodge County, Wis., has been 
appointed state agent of the Kansas 
City Life, with headquarters at Juneau, 


Wis. 





J. J. Hemphill 


The Fort Worth Life of Fort Worth, 
Texas., has announced that district 
offices of the company will be main- 
tained in Dallas with J. J. Hemphill as 
manager. The company wrote $17,- 
000,000 of business in Texas last year. 
In June and July this vear it wrote 
$6,000,000. 


R. L. Robertson 


The Peerless Life of Kansas City, 
Mo., announces the appointment of R. 
L. Robertson as General Agent with 
headquarters at Independence, Mo., Mr. 
Robertson was formerly located at Law- 
ton, Okla., and was engaged in the 
real estate, oil and banking business. 





W. A. Stalnaker 


W. A. Stalnaker, who recently re- 
signed as agencv director of the Jeffer- 
son Standard Life with headquarters at 
Denver, Colo., has been appointed man- 
ager of the Federal Union Life in West 
Virginia with headquarters at Clarks- 
burg. Mr. Stalnaker will also have su- 
pervision over 14 counties in Pennsyl- 
vania, including Pittsburgh. Mr. Stal- 
naker is opening a branch office at Pitts- 
burgh. Before going to Denver for the 
jefferson Standard Life, Mr. Stalnaker 
was manager of the company in West 
Virginia and made an excellent record. 
Because of his wife’s ill health he found 
it necessary to go to Denver. He in- 
troduced the company in that territory, 





Life Agency Notes 

E. G. Green, former president of the 
Oklahoma City College, has joined the 
Oklahoma State Agency of the Massa- 
chusetts Mutual Life under George E., 
Lackey, general agent. 

Leonard P. Cassidy, secretary of the 
Moorman Manufacturing Company, 
Quincy, Ill, has resigned that post to 
become special agent for the Northwest- 
ern Mutual Life, in the office of R._ O. 
Becker, general agent in Peoria. Mr. 
Cassidy has been with the Moorman com- 
pany 11 vears and handled all insurance 
for the firm. 


PRESIDENT IS OUSTED 
BY BOARD OF DIRECTORS 


(CONTINUED FROM PAGE 1) 


Stock, and we do not want to buy it 
trom you, but if strangers to the com- 
pany undertake to purchase your stock, 
we will consider it a favor if you will 
irst communicate with us, as we desire 
that the United Life stock should stay 
with the friends of the company.” 
_ “We have taken the foregoing action 
tor the purpose, as we believe, of pro- 
tecting the interests of the stockhold- 
ers and policyholders of the company.” 
The United Life & Accident was 
Organized in Concord, N. H., July, 
1914, to write life, accident and health 
business. Its statement on Dec. 31. 
1922 showed a capital of $500.000, ad- 
mitted assets of $2,495,399: liabilities of 
$1.729.858 and a policyholder’s surplus 
of $765,541. 
galt had 28,547 life policies in force for 
— 38,166 and received during 1922 
»82.089 in health and accident premiums. 
a meany is admitted in Vermont, 
ood a Rhode Island. 
est *. elaware, District of 
Siccemst” ee. Kansas. Maryland, 
Ohin chee — North Carolina, 
Cavctles T, oma, ennsvlvania, South 
a, lennessee and Texas. 





caneniamin L. Lewis of the Lewis & 

eral Linens of the Connecticut Gen- 

i Mre e at Columbus, O., accompanied 

See Lewis, is on a motor tour to 

and m. jroronte and other eastern cities 

Gon 7 NY attend the company’s conven- 
nat Quebec, Sept. 5-8. 

















Arm in Arm 
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N the remarkable advance of The Lincoln Na- 
tional Life Insurance Company the sales force 
and the Home Office organization are going 
forward arm in arm. 





Honest-to-goodness co-operation has brought all de- 
partments of the Lincoln National Life so close to- 
gether that a basis of genuine friendship is established. 


Whenever a man proves that he is of Lincoln National 
Life caliber—that his service ideals are up to the high 
Lincoln National Life standards—he is taken into full 
fellowship by the Lincoln National Life organization. 
He is given a contract direct with the Company. 
Every Home Office co-operator bends all his talents 
and energies to backing that salesman up with the 
most efficient service. 


Because of its arm-in-arm co-operation, it pays to 
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The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Indiana 


Now More Than $275,000,000 In Force 
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DEPARTMENTAL VIEW OF BANK AGENCIES 








N interesting viewpoint on the 
A licensing of corporation, especially 

banks, to act as insurance agents 
was given by Commissioner John J. Mc- 
Mahon of South Carolina, speaking be- 
fore the annual meeting of the National 
Convention of Insurance Commissioners 
at Minneapolis last week. Mr. Mc- 
Mahon, showing the difficult position in 
which the department is placed on this 
question and explaining why action can- 
not be taken in eliminating such agen- 
cies, said in part: 


Part-timers’ Rights 


is as 
liberty 
it is 


In a free 
much an inalienable 
and the pursuit of happiness, for 
all of these put together. It is the op- 
posite of the caste system of India. Can 
there be a law to keep the city man of 
means from indulging his early formed 
taste in spending his money in absentee 
farming? Is there any law to prevent 
a successful insurance agent from in- 
vesting as freely as a lawyer or physician 
in the stock of a bank or of a corpora- 
tion and becoming a part-time employe 
director or president? If starting as a 
mere agent he may thus branch out, why 
may not the same kind of branching be 
done from the other direction? A banker 


country, part-timing 
right as life, 


taking the business of insurance 
agent? 

A successful and energetic man rami- 
fies his relationships throughout his 
community and has a finger in every 
pie. Shall we cut off insurance agents 
and subject them alone to the fixed and 
unchangeable course of a Hindu? 

In this country every profession is 
free and open to all who may be com- 
petent. They may not go very far; they 
may fall by the wayside; they may 
change at any time, but there is no arti- 
ficial barrier to shut them off from the 
attempt to gratify their taste and am- 
bition and to prove whether it be in 
them to achieve in any line. 

The insuror, and every insurance agent, 
should be a professional man on a plane 
with every other profession, winning by 
his merits, rising on the services which 
he renders, asking no favors and sub- 
mitting to no restrictions on his liberty 
or his manhood. 


on 


Bank Agent's Position 


May an insurance commissioner with- 
out discrimination continue to license an 
insurance agent who has become the 
banker of his town or an influential offi- 
cer in a city bank, and yet refuse to 
license as an agent a bank officer who 
has come to feel a call to have a try as 





a life insurance agent. 





We are urged to take the position at 
least that no bank shall be permitted to 
do an agency business or have an agency 
department even though we do not deny 
a license to the bank officer in his in- 
dividual capacity. 

If its charter gives it the power to 
act as agent, how shall we distinguish 
the bank from any other corporation 
chartered with such a power?—a pure 
insurance agency corporation with no 
other activities? Here we have corpora- 
tions, the one a part-timer, the other a 
whole timer; each chartered by the state 
to act as insurance agent. How can 
the licensing authority discriminate? 

I am inclined to reject as licensed 
agents, all corporations whatsoever. The 
statute of my state provides that an 
applicant for a license must be “a fit 
and proper person.” I understand this 
to mean a natural person and to be the 
controlling statute on the subject, nulli- 
fying any charter powers that a cor- 
poration may seem to have been granted, 
since even a person, though thinking he 
has the ability to be an agent, cannot 
under the law act as such until approved 
and licensed by the insurance commis- 
sioner. 

However, when I inquire further into 
the status of agencies in my state, I find 


that the corporations have already 
largely occupied the field, having the 
actual contracts with the companies, 


though not recognized as agents by the 
insurance departments, but their active 
officers being licensed by the department. 

Inquiring further, I am astonished to 
find that in my state, some of the estab- 
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gressive organization. 


3401 S. Michigan Ave. 







JUNE 


June, 1923 was the greatest month we have ever 
had. It was nearly 100% greater than last June. 


The Farmers National Life offers an opportunity 
to men to affiliate themselves with a live, pro- 
Our complete line of con- 
tracts and co-operation are the things that make 
our agents successful. 


If you are interested in territory in Michigan, 
Ohio, Illinois, Indiana, Iowa or Missouri, write 


A. O. HUGHES, Agency Director 


FARMERS NATIONAL LIFE 
INSURANCE COMPANY 


OF AMERICA 


Chicago, Illinois 
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lished reputable agencies were organized 
years ago by captains of industry as 
stockholders, having great lines of busi- 
ness which they controlled and thus be- 
ing assured of good dividends to flow 
back to them as the results of commis- 
sions collected by their insurance agency. 

The active officers and employes of 
these established agencies have been duly 
licensed for years and time has seemed 
to sanction the regularity of the pro- 
ceedings. Shall I uproot these institu- 
tions? Must I be thus consistent if I am 
to deny licenses to similar new corpora- 
tions? 

My agent 
the status as I find it, 
allow a further extension of the bank or 
other mere corporation in the agency 
field. But, licensing is an annual func- 
tion, and I cannot reconcile myself to a 
discrimination among corporations based 
solely upon the difference of “ins” and 
“outs.” 

My agent 
this distinction 


friends urge me to accept 
but to refuse to 


friends think I can make 
as to corporations and 
also as to the employes and officers of 
banks. All they ask is that the evil 
shall not be further extended. If they 
are in, let them stay in, but keep out 
the others who begin to think that “the 
water is good.” 


Can Not Discriminate 


But, I must seek for a principle to 
by. I cannot treat banks and their 
employes differently from other 
corporations and their dummy 
employes, such as building and loan as- 
sociations, real estate and trust com- 
panies, mercantile establishments and 


go 
dummy 
financial 


groups of financiers. 
Shall I exclude all corporations, o1 
shall I merely look to the personne! 


of the stockholders composing the cor- 
poration and be content to license them 


and it when they are actual insurance 
agents by profession? Or, another alter- 
native, shall I remove all restrictions 
and license whomsoever the companies 
desire licensed? 

If I must give a conclusion on the 
agency question, I will say that I be- 
lieve the agents should be natural per- 
sons only. They might be allowed to 
affiliate in a corporation where they so 


desire, but should pay for the privilege 
a very substantial fee for annual licens- 
ing of the corporation and they should 
be required to dispose of their holding 
in the corporation when they themselves 
cease to be actual agents. I would put 
indirect licensing 


an end to the present 
ef corporations. However, I would make 
the change only by legislation. 


“Feeless” School a Success 


The school of life insurance sales 
manship which recently closed at the 
Oklahoma University, the second term 
offered by the Oklahoma state agents 
for the new men in the field, was a dis- 
tinct success, 28 graduating from the 
class. This school was unique in one 
feature, in that the students were pu 
to no expense at the school. It was 
offered without charge to all new agents 
in the state. The entire expense was 
underwritten by the insurance agencies 
in the state, even the enrollment fee hav- 
ing been eliminated. The school has 
done much to promote successful life 
insurance salesmanship and the returts 
brought in by the agents since gradua 
tion indicate that it is a paying propos 
tion for the general agents w ho finance 
the school. The experience of last y¢ ar’s 
session is given as indicative of the ex 
cellent returns. There were 65 grad 
ates in the class and 46 of these tT 
mained in the business, 
supervisors and the remainder with the 
rate book. These 46 produced an ave™ 
age of better than $100,000 each in the 
ten months following graduation. 

o 


Omaha Y. M. C. A. School Opens 


The Omaha Life Underwriters Ass 
ciation has completed arrangements fof 
the opening of the Y. M. C. school 
of life insurance to be a in con 
nection with the Y. M. C. A. commerce 
school, the course to oven Sept. 25. The 
school is under the direction of Frnes 
Whitlock, general agent for the Phot 
nix Mutual Life in Omaha. The_class 
will meet everv Tuesdav and Thurs 
day at 7 o’clock and will continue fo 
15 weeks. The cost is $30 including 
the Y. M. C. A. social membership and 
all books. 
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J . 
How Home City Drive for 
. 
More Business Was Run 
HE North American Life of Bur- 
T hineton, Ia., recently put on a very 
successful campaign for $1,000,000 
new business in its home city. Many 
company executives have requested in- 
formation regarding this campaign. 
President Louis H. Koch gives the fol- 
lowing information concerning it: 
“During a period of 60 days, 10 of 
our agents wrote $1,000,000 of business 
in Burlington, the home office of the 
company. With the exception of one 
$25,000 policy all applications were for 
less than $10,000 at an average premium 
of $28.79 per thousand. The entire cost 
of this campaign including newspaper 
advertising, salaries and expenses of 
agents, medical examiners and inspec- 
tion fees, amounted to $7,500. 
* * x 


“The success of this campaign may 
better be understood by the following 
information. Our company was estab- 
lished in Burlington, 1887, as an assess- 
ment association, converted into a legal 
reserve company 1912 and capitalized 
in 1920. During this entire period the 
company had never established a gen- 
eral agency in the city and never ad- 
vertised, except its annual statement. 
Therefore, the company was not known 
generally as a local institution, and had 
less than $200,000 of insurance in force 
in the city at the time the campaign 
was launched. 

“Two weeks before the drive was 
started intensive advertising was cart 
ried on through the local newspapers 
bringing before the citizens the fact that 
the company was a Burlington institu- 
tion, a safe and permanent fixture and 
that the rates and policies compared 
favorably with those of other institu- 
tions, of like nature. 


* * * 


“Our general agents were called in 
to put on this drive on a salary and ex- 
pense basis. Each was required to re- 
port at the home office at 8:00 a. m. 
where a school of instruction was con- 
Gucted tor one hour and a list of pros- 
pects to be called upon, furnished each 
agent. The company held regular 
luncheons and all agents were required 
to attend except when they had ap- 
pointments during the luncheon hour. 
At these luncheons we arranged to have 
one or two business men give short 
talks. 

“Further assistance was rendered the 
campaign by the officers of the company 
when about 75 of the most prominent 
business and professional men were 
guests at a luncheon at which time sev- 
eral addresses were made by the offi- 
cers. A number of the business men 
expressed in very enthusiastic terms 
their appreciation of the manner in 
which the company had been brought 
before the public.” ~ 








Arrest Former Niagara Head 


Joseph B. Marcino, former Chicago 
‘nd New York life insurance promoter, 
“ra arrested this week on the interna- 
“apes bridge at Laredo, Tex., just as 
| omen crossing the line into Mexico. 
= ae agents had been searching 
_ “arcino since Feb. 1, when he dis- 
,PPeared, leaving the Niagara Life, his 
ast connection, stranded and in financial 


eaten Tate A - 
oe . The Niagara Life was reinsured 
* the Metropolitan Life and the policy- 
holders oO “ 


Mr it f the company suffered no loss. 
work in Che started in life insurance 
fork. 1 Chicago before going to New 
nae  Eomoting the Roma Life of Chi- 
™ athe ne A a er developed sufficiently 
nection Policies. The more recent con- 
New York with the Niagara Life of 
bbtained » which was sound when he 
2 total hoog +. but it would have been 
rompt on had it not been for the 
hits ae of Superintendent of 
investion Stoddard of New York in 
: ‘ating the company even before 











The Close of the Day’s Work 


HEN you begin to figure up your earn- 
ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Inter-Southern Life Insurance Company 


‘JAMES R. DUFFIN, President 


LOUISVILLE, KENTUCKY 
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INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 
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MICHIGAN 


More More 


than than 

seven fifty- 
millions seven 
admitted millions 

assets in force 


VINVATASNNad 
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OHIO—WEST VIRGINIA 


THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 


“Always Dependable”’ 


Columbus, Ohio 
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MEN WHO THINK 


they are built for speed and 
endurance and can qualify for 
general or state agency work, 
will find it to their advantage 
to communicate with 


THE 


LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building 
TOPEKA, KANSAS 
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QUALIFICATION LAW UP AGAIN | pfovide, the enactment of such a law 


Lincoln Life Underwriters to Seek As- 
sociations of Other Insurance Or- 
ganizations in Fight 


LINCOLN, NEB., Aug. 28.—Presi- 
dent C. M. Keefer of the Lincoln Life 
Underwriters Association will present to 
the members at an early meeting a plan 
for getting Before the public a clear 
and better understanding of the reasons 
why the legislature of Nebraska should 
adopt an agents’ qualification law. At 
the last session the committee in charge 
found that few of the members of the 
legislature were favorably impressed 
with the proposition, when first pre- 
sented. This left the committee handi- 
capped and with the job on their hands 
of dispelling the delusion entertained by 
the committee in charge of the bill that 
some sinister and selfish purpose in the 
nature of a monopoly was desired by 
the agents. This was found to be impos- 
sible to overcome and the bill was aban- 
doned to its fate. 

Mr. Keefer is of the opinion that 
other insurance associations in the state 
of all kinds can be induced to join in 
a campaign of education that will re- 
sult in a fairly intelligent understand- 
ing of the question when it is next pre- 
sented to a legislature. 

“Every insurance man knows,” said 
Mr. Keefer, “the need that exists, from 
the standpoint of the public interest, 
for the honest and intelligent agent, and 
that is all that an agents’ qualification 
law aims to supply. The man who buys 
insurance of whatever character must 
depend on his agent to protect his 
interests by the kind of a policy fitted 
to his personal or business needs. He 
has no desire or inclination to read his 
policy, and would have to be all kinds 
of a lawyer to understand fully the re- 
ciprocal obligations it imposes. He is 
vitally interested in dealing with a qual- 
ified agent, and as he cannot always 
deal with some man he knows it is of 
vital importance to him that the man 
who does sell him protection knows 
what he is selling and is of such char- 
acter that he will not deceive him to his 
hurt. 

“If we can once get it across to the 
insurance buying public that this is all 
an agents’ qualification law intends to 





should not be the difficult task it has 
been in the past.” 
*x* * * 

Omaha, Neb.—At a special meeting of 
the Omaha association Saturday reports 
were made of reservations for the spe- 
cial train to the national meeting at 
Chicago, Fifty-five from Omaha and five 
from Lincoln have already been made 
and the officers are confident that not 
less than 100 will be in the party. 

Aside from a general discussion of the 
national convention, the interest of the 
meeting centered on the report of the 
vote on the questionnaire submitted to 
members by the new officers. Replies 
from about 50 percent of the member- 
ship showed a large majority in favor 
of the association working for the aboli- 
tion of part-time agents and the ac- 
ceptance of business from brokers, gen- 
eral insurance agents and the licensing 
of agents by more than one company; 
an agency qualification law with severe 
penalties for its violation; formation of 
an organization of home office officials 
and general agents for dealing with 
problems not of general association in- 
terest, and the work of establishing edu- 





cational courses on insurance in_ the 
schools and colleges. A like majority 
was opposed to incorporation of the 
association; to two meetings a month 
raising the dues and to an advertising 
campaign. 
*x* * * 
Birmingham, Ala. At the August 


meeting of the Birmingham Associatior 
a committee was appointed to work with 
representatives of life insurance com- 
panies and with the state commissioner 


of insurance on matters of interest to 
insurance men now pending before the 
Alabama legislature. The legislative 


committee is composed of Lucien Brown 
Martin C. Folmar, Frank Fitts, A. L 
Farley and Ben W. Lacey. 

The meeting was enlivened by 
by Henry H. Cobb and A. C. Gegley 
Cobb told how he succeeded in interest- 
ing Alabama business men in big in- 
surance policies. 

x * * 

Philadelphia—A_ real 
will and encouragement is extended t 
newcomers in the local life field by a 
special committee appointed for the pur- 
pose by President Frederick G. Wood- 
worth of the Philadelphia association 
The committee is headed by R. B. Tay- 
lor, Equitable of New York, and includes 
Earl V. Deane, New York Life; Samue 
H. Curbacher, Equitable of New York 
William R. Robinson, Missouri State 
Life, and George B. Singer, Mutual Life 
of New York. 


spirit of good- 
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INSURANCE NEEDS REAL WORK 


Salesmen Find the Field One of Great 
Variety and Opportunity for 
Great Usefulness 


The man who drifts and fails to push 
through in any line of endeavor is a man 
whose mind is never made up. He is a 
man who is never satisfied with his pres- 
ent position and is constantly looking for 
an opportunity in some other field which 
at a distance looks promising to him. 
He blames his nonsuccess on the lack of 
opportunity and does not realize that 
life means honor of achievements 
through ambitious efforts. The highest 
aim of many men is simply gratification 
and they are easily satisfied. 

Here is the fundamental difference be- 
tween this class of gleaners and the 
doers. The latter are filled with energy 
and invincible determination. Their pur- 


pose once fixed, they let nothing stop 
them. 
The front ranks of real sellers have 


no place for gleaners. A man to make 
a success in the life insurance business 
must sincerely believe in the business 
as an ideal profession and make it a cut 


and dried proposition to get to the 
front. He must be genuine and not 
counterfeit His words must have the 


ring of sincerity and his actions must be 
concomitant with his words. 














There is a dignity to life insurance 





which is a great asset. The life insur 
ance salesman gets his_ instructions 
starts in to learn and keeps on learning 
He need not wait for a diploma becaus 
he will never get one. There is always 
something new in the business which he 
did not learn before graduation and }! 
the time he has learned this, somethin 
else will crop out. He is his own bos 
and does not have to punch a time clock 
His profession never presents any reall} 
difficult problem because he _ realize 
there is a stern necessity for what he 
has to sell and he quickly senses thé 
as he invests conscientious effort 4" 
disciplines himself to accomplish a ¢é™ 
tain number of hours work each 4 
in that proportion will he be compe™ 
sated for his labor. 


Plan Contest Trip 


Approximately 30 agents of the sever 
Baltimore districts of the Metropolit@ 
Life will journey next month to Atlant 
City as winners in the 1923 super-stan’” 
ard campaign. The contest closes they 
month and winners will be announe’ 
a few days later. Preceding this - 
to Atlantic City there will be an outiné 
of the local veterans’ association of U 
Metropolitan on Aug. 23 to Bettertom 

Between 150 and 200 persons, including 
several prominent Baltimore busine’ 
trip to Bettert 


men, will make the ~niatio® 
The annual meeting of the —— be 
will be held on the boat, lunch W™ |, 


: food 
served on the way down and a sea 
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planned for 
Bahlke is 


that evening. 
president of the 


dinner is 
George W. 
association. 


G. H. Beine Made Manager 

G. H. Beine has been appointed mana- 
ger of the Helena, Mont., office of the 
Metropolitan Life, succeeding F. H. 
Stevens, who has been promoted to the” 
position of traveling inspector for the 
company in the northwest division. Mr. 
Stevens will make his headquarters in 
Seattle. Mr. Beine was formerly mana- 
ger of the Helena office before being 
transferred to Great Falls, from where 
he returns to Helena. 


“Prudential News 

Progress has been made by Agent Wil- 
liam P. Freligh of the Hudson attached 
assistancy, Albany, N. Y., District. The 
arrears on his debit are but 2 percent, 
while he has succeeded in bringing his 
advance payments up to over 340 per- 
cent, 

New York No, 1 
large ordinary cases. 
did some fine work 
policy issued. 

Agent W. Taras of the Chicago No. 10 
District is at the present time runner up 
in Division J in amount of ordinary net 
issue and also ranks No, 65 in the entire 
company. In addition he has kept his 
debit in good condition and has to his 
credit a substantial amount of industrial 
business. 

Assistant Superintendent K. E. West- 
berg of the Chicago No, 4 District ranks 
third in amount of ordinary net issue in 
Division J and is listed No. 52 in the 
entire organization in this respect. He 
also is credited with a good record in 
industrial and maintains high collec- 
tions. 


District is out for 
Agent Sigel Lipot 
and has a $50,000 








"NEWS OF LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender | 
| Values and all Changes in Policy Literature, Rate 
| Books, etc. ting the ‘Unique Manual- 
Digest,” published annually in May at $3.50 and the 
“Little Gem” published annually in April at $2.00. 

















AETNA OFFERS MONTHLY PLAN 





Announces All Policy Forms Partici- 
pating or Nonparticipating, Will 
Sell Under New Scheme 





The Aetna Life announces that it 
will place all its policy forms, nonpar- 
ticipating and participating, on a 
monthly payment plan for those who 
wish to meet payment of premiums on 
a budget system. The plan is in line 
with the recent tendency to budget- 
ize incomes, several companies having 
offered this plan of payment for all 
forms and the monthly payment life in- 
surance having received considerable im- 
petus through this move. The Aetna 
will inaugurate its new plan Sept. 1. 
The rates will be based on the quarterly 
ate, the monthly premium to be one- 
hird of the published quarterly rate per 
$1,000 of insurance. The plan will be 
Pplied only to policies with monthly 
Premiums of $10 monthly or more. The 
Aetna’s monthly rates on $10,000 nonpar- 
\cipating policy, without disability, for 
he three principal policy forms, are 
as follows: 


ge at 
Issue Ord. Life 20-Pay. Life 20-Yr. End. 
16 $11.00 $17.20 $35.30 
17 11.20 17.50 35.30 
18 11.40 17.70 35.40 
19 11.70 18.00 35.40 
20 11.90 18.30 35.40 
21 12.20 18.60 35.40 
22 12.40 18.90 35.50 
23 12.70 19.20 35.50 
=4 13.00 19.60 35.50 
<9 13.30 19.90 35.60 
<6 13.70 20.30 35.60 
27 14.00 20.60 35.70 
28 14.40 21.00 35.70 
29 14.80 21.40 35.80 
a0 15.20 21.80 35.90 
31 15.60 22.30 36.00 
3 16.10 22.70 36.10 
33 16.50 23.20 36.20 
4 17.00 23.70 36.40 
35 17.60 24.20 36.60 
6 18.20 24.80 36.80 
37 18.80 25.40 37.00 
38 19.40 26.00 37.20 
39 20.10 26.70 37.50 
40 20.90 27.50 37.80 
41 21.70 28.30 38.20 
42 22.60 29:30 38.60 
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HARRISON B. SMITH, President 


CHARLESTON 


THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory 
in the State of Michigan is ready for the right man. 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 


George Washington Life Insurance Company 
WEST VIRGINIA 











SECURITY LIFE INSURANCE CO. OF AMERICA 
THE ROOKERY, CHICAGO 


O. W. JOHNSON, President 


INSURANCE IN FORCE, JUNE 30, 1923 


ADMITTED ASSETS 


SURPLUS PROTECTION TO POLICYHOLDERS 
PAID TO POLICYHOLDERS SINCE ORGANIZATION 


$45,500,000 
5,137,208 
422,185 
4,065,756 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 


Address: 


S. W. Goss, Vice-President. 











Totaland Permanent Disability 





A RAPIDLY INCREASING AND A GRAVE PERIL 





It is increasing because we are all becoming specialists and are losing our 


earlier economic independence. 


strenuous nature of [modern life. 


It is increasing too because of the 
It is grave because 


our defense against it is limited. 








vidual and family necessities are covered through 
that universal medium of exchange called 
MONEY. This is a relatively new program. 

Some of our grandmothers knew how to spin, to 
knit and to weave; some of our grandfathers raised 
flax and wool, tanned leather, made their own foot- 
gear, and built their own houses. Under such condi- 
tions little money was used or needed. Each family 
then produced and manufactured a large proportion 
of the necessaries of life. A few do that still. Down 
in the mountains of Kentucky the women still know 
how to spin and weave. If under such circumstances 
people have less, they are more independent than 
those in richer communities, and they are less affected 
by the ups and downs of business and by personal 
misfortunes. They live their lives less in terms of 
money and more in terms of food, clothing and 
housing. 

Our people as a whole have for a century and a 

been growing away from that independent, self- 
supporting family life. The division of labor has 
been going steadily on until most of us do but one 
thing. We produce values of some kind, turn them 
into money, and with that money buy from others 
what we need. We manage our lives in terms of 
money. 

Few people in those early days were ever “out of 
work.” These words had no terror for them; but to 
be “out of work” now for a few months means trou- 
ble for most of us and want for some. As we now 
live, an assured income is the great necessity. Since 
we must pay for most of the things we use—because 
they are produced by others—an income from some 
source is the only thing that stands between many 
of us (and our dependents) and actual want. 

While we are young and strong we can manage 
the income. But how shall we protect our depend- 
ents AND OURSELVES in case we are totally and 
permanently disabled? 

THE TOTAL AND PERMANENT DISABIL- 
ITY OF THE BREAD-WINNER UNDER OUR 


U ‘ana the existing social program, our indi- 


~ not occurred, if all 


CIVILIZATION IS AN INCREASING AND A 
VERY GRAVE PERIL. ITS CONSEQUENCES 
ARE SOMETIMES MORE SERIOUS THAN 
THOSE THAT FOLLOW DEATH ITSELF. 

There is only one sure protection against this peril, 
where the bread-winner’s strength and productive 
ability represent the capital of the family. That pro- 
tection is Life Insurance. If the bread-winner dies 
properly insured the policy produces an income, 
BUT under our present contracts, issued to Class 
A Risks only and for limited amounts, IF THE 
BREAD-WINNER HIMSELF BECOMES A BUR- 
DEN through total and permanent disability before 
age 60, the policy also covers that: it yields an im- 
mediate income of Ten Dollars monthly for each 
$1,000 of insurance carried, with no further pre- 
miums to pay. 

If the disability is, as a matter of fact, finally over- 
come, the policy, with no lien against it because of 
disability payments, has every value and right that 
it would have had, at that time, if the disability had 
remiums had been paid, and if 
no money had been borrowed on it. It may now be 
continued in full force by the payment of premiums 
as before. 

If the disability is not overcome, the full face of 
the policy will be paid at maturity. 

Disability Benefits are as epochal in Life Insurance 
as Non-Forfeiture was when the New York Life (first 
of all the Old-Line Companies) adopted it sixty-three 
years ago; they meet industrial and social necessities: 
THEY PROTECT THE INSURANT. 

Beyond the benefits of loan and cash values, a 
strengthened credit and the moral consciousness of 
duty done, a policy of Life Insurance has not hitherto 
protected the insurant. The great purpose of the 
policy was to protect someone else after the insurant 
was dead. TOTAL AND PERMANENT DIS- 
ABILITY IS LIVING DEATH. The policy covers 
that and protects the insurant as well as the family. 

Ask a NEW YORK LIFE agent to show you a 
sample policy. 











NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President 
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Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and i+ has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% 
of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
; of New York 


34 Nassau Street, New York 




















THE NATIONAL UNDERWRITER 








THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 — Eightieth Business Year — 1923 











Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 























Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42%. 

Interest earned upon mean invested assets 6.15%,. 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Mis- 
souri, Kansas, Southern Ohio and Virginia 





Agent 

Issue Ord. Life 20-Pay. Life 20-Yr. End. 
45 25.50 32.10 40.00 
46 26.70 33.10 40.60 
47 27.90 34.20 41.20 
48 29.30 35.40 41.90 
49 30.70 36.60 42.60 
50 32.20 37.90 43.40 
51 33.80 39.20 44.30 
52 35.40 40.60 45.30 
53 37.10 42.10 46.40 
54 39.00 43.70 47.50 
55 40.90 45.40 48.80 
56 43.00 47.10 50.20 
57 45.10 49.00 51.60 
58 47.30 50.90 53.20 
59 49.70 53.00 55.00 
60 52.20 55.30 56.90 





Old Colony Life 


The Old Colony Life has made some 
improvements in its regular policy con- 
tract with the result that the company 
will now issue double indemnity for the 
life of the policy instead of to age 60 
only. The Old Colony is also including 
the monthly income form of settlement 


TO KEEP POLICYHOLDERS FIT 
National Reserve Life of Topeka Plans 
Aggressive Campaign for Im- 
provement of Health 





TOPEKA, KAN., Aug. 28.—The Na- 
tional Reserve Life of Topeka is plan- 
ning an aggressive campaign for the 
improvement of the health of its policy- 
holders. This company was organized 
only a few years ago and has enjoyed 
an unusuvl business since it first started 
to write life insurance. 


To Edueate Policyholders 


The company has retained Dr. James 
Naismith of the department of physical 
training of the University of Kansas to 
prepare a special bulletin on keeping fit. 
The bulletin is to be sent to every pol- 
icyholder with a personal letter urging 
that it be studied and the plans pre- 
sented followed by every policyholder. 
A copy of the bulletin is to be delivered 
to all new policyholders upon the deliv- 
ery of the policy and the holders will 
be urged personally by the agent to fol- 
low the advice contained in the book. 

Dr. Naismith is one of the best known 
physical directors of the country. He is 
the man who developed the game of 
basketball, which has become such a 
powerful athletic factor throughout the 
country and provides an active indoor 
sport for the colleges and athletic clubs. 

The bulletin of the National Reserve 
will provide a complete course in ath- 
letic exercises and recreational activi- 
ties. It will be broad enough to be 
available for every class of person and 
in whatever business they may happen 
to be. It is planned to conduct an edu- 
cational campaign through the agents 
when writing the business to determine 
definitely just what each policyholder 
is doing in the way of exercises and 
recreation and then point out the sec- 
tions of the bulletin which would be 
most useful to the policyholder in keep- 
ing fit. 


New Coast Assessment Concern 


The Railroadmen’s Mutual Life of San 
Francisco is the name of a new assess- 
ment concern which was licensed by the 
insurance department last week. The 
company proposes to confine its opera- 
tions to those people engaged in railroad 
work and says that it will operate on 
the 3% percent legal reserve plan, al- 
though it was organized under the mu- 
tual assessment law. The president is 
I. N. Hibberd, former sea captain, and 
for a number of years superintendent 
for the Pacific Coast Steamship Com- 
pany. The secretary and treasurer is 
E. M. Baker, a Southern Pacific Railway 
man. F. R. Heinick of San Francisco, 
well known in the transportation busi 
ness, has been appointed general agent. 
Among those named as directors are W. 
Shepard French, San Francisco insurance 
broker. 





M,. A. Nelson, St. Louis manager for 
the Equitable Life and president of the 
St. Louis Life Underwriters Association, 
received word from Charlevoix, Mich., 
that his son, Denny Nelson, who was 
injured in an automobile accident was 
cut of danger and on the road to re- 
covery. The accident occurred when the 











machine skidded and turned over. 
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Participating Insurance 


At Non-Participating Rates 


ORDINARY LIFE 
(Minimum Policy $5,000) 
Rates per Thousand 


Age Premium Age Premium 
a $14.24 =e $24.44 
ee 14.57 LCC 25.40 
a 14.92 iceeess 26.40 
CO 15.28 C—O 27.48 
ee 15.66 Civavees 28.62 
ae 16.06 CO 
=e 16.49 ee 31.12 
eeees 16.93 Piitsaes 32.50 
J 17.43 iiasees 33.97 
cee 17.98 35.53 
Ce 18.54 /— Co 37.21 
ar 19.14  __- 38.99 
Pi ccune 19.78 «Beer 40.88 
aa 20.46 re 42.90 
ee 21.17 «Seer 45.07 
ee 21.91 47.37 
Ca 22.71 ee 49.82 
a 23.56 


MANAGERS WANTED 
James A. Fulton, Agency Manager 
Philip Burnet, President 


Continental Life Insurance Co, 


Wilmington, Delaware 











MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
a any i¢ who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 











New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 
Unusual contracts to agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 


Burlington, lowa 





— iw 
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Capable Policy-Placers | 


can always find a satisfactory oppor | 
tunity for work with this Company | 
in good territory—men who can col- 
lect the premiums as well as write 

the application. Why not make | 
inquiry now? | 








Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 


att 
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TAXATION OF INSURANCE ESTATES 
= By HENRY W. PRICE ————""— — 
General Counsel Illinois Life 








(FOURTH INSTALLMENT) However, it may be argued that the 
payment of the premiums does diminish 
the estate of the insured. If such is 
the case, it will be because the payment 
of the premiums is a gift to the bene- 
ficiary, as of course is actually the case. 
Whether the amount of such premiums 
is taxable will call for the construction, 
not of subdivision (f) of Section 402 in 
regard to insurance, but of subdivision 
(c) concerning transfers in contempla- 
tion of death, etc. While that subdivi- 
sion is not under consideration in this 
paper, it may be stated as a reasonably 
clear proposition, that if the transfer 
ot the policy itself is not subject to the 
tax because such transfer is not in con- 
templation of death, it can hardly be 
claimed that the premiums paid thereon 
were gifts made in contemplation of 
death. 


ited to the terms of the original 

policy, and no consideration has 
been given to the case of an assigned 
policy. I have pointed out that the in- 
cidence of the tax is due to the fact, 
and can only be justified by the fact, 
that an interest of some sort belonging 
to the insured is transferred to the bene- 
ficiary by the death of the insured. But 
the insured, even in regard to policies 
originally issued under such statutes as 
the Illinois statute and whatever the in- 
terests may be that are reserved to him 
by the terms of his policy, may assign all 
his rights, privileges and property in a 
policy to a third person, retaining not a 
vestige of interest in the policy for him- 
self. 

In the case of such a prior assignment, 
what is transferred at the death of the | Comment is Made on 
insured? Of course, clearly, nothing. One Feature of the Tax 
This fact is taken cognizance of by the I 
regulations themselves, for, as is well t 
known to all of us, Article 27 of Regu- 
lations 63 provides that “where the de- 
cedent assigns a policy and retains no 
interest therein and thereafter pays no 
part of the premiums, the insurance will 
not be considered in determining 
whether there is such excess.” (i. e€., 
over the $40,000 exemption.) This is 
an admission by the government that 
the transfer as such is complete during 
the lifetime of the insured and a recog- 
nition of the principle laid down in 
the Tyler and Parsons cases, and other 
cases cited, that such a gift is not a 
gift in contemplation of death. 


S° far the discussion has been lim- 


will serve no useful purpose to 
criticize the action of Congress in in- 
cluding life insurance in the estate for 
the purpose of computing the tax. One 
hardship imposed by the act is impor- 
tant enough to receive brief mention, 
and that is the requirement of Section 
408 that the beneficiaries of life insur- 
ance, where the total of the same ex- 
ceeds $40,000, shall pay such proportion 
of the total tax as the amount of such 
excess bears to the net estate, and that 
the amount payable by beneficiaries shall 
be contributed by their pro rata. So 
far as the estate tax in general is con- 
cerned, it is pointed out in New York 
Trust Co. v. Eisner that the tax is 
What Effect Does Payment payable before distribution, from which 

of the Premiums Have? it follows that the tax is realiy paid 
by the residuary legatee. This point 
has been expressly decided in Massa- 
chusetts and in New York. 

Taylor v. Jones (Mass.), 136 N. E 


382; 


The regulation mentioned, however, 
imposes as a condition that the insured 
shall not subsequently pay the prem- 
iums. Applauding with vigor the cor- 
rectness of this regulation as far as it ° See - . ‘ 
goes, the question presents itself as to Pe hams og Te Comes Trust Co. 
a a a ° 2 oJ)» . _* ’ 
what effect the mere continued payment Matter of Hamlin, 226 N. Y. 407. 
ot premiums can have upon determin- 
ing whether a transfer has taken place. | Dependents Called on to 
What interest is transferred to the as- Contribute Share of Tax 
signee in the case where the insured Men ordinarily take out life insurance 
continues to pay the premium that is | for the benefit of those who are near- 
not transferred where the insured ceases | est and dearest to them. With such 
the’ insured ‘reserved in’ the fat case} Provision carefully made, specific be- 
Gut ta eek aaa te tien te the nai quests in favor of such relatives may be 
oad case? . a .: lessened or conceivably omitted alto- 
nd case? The privilege of paying out — The result ie the h cif 
money, with no return of any conceiv- get — _ ° sbenag +o es cues epee 
able sort, is certainly not by any sane bequests as may be made in a will go 
mind to be considered as a transfer of | SCot free of the tax, while the relatives 
any portion of a net estate. The most | 22d dependents named in the insurance 
that could be advanced would be that policies are forced to contribute their 
if the assignee in such a case were un-| Pro rata share of the tax. Probably, ik 
able to pay the subsequent premiums, | the will so provides, the entire tax may 
then the insured would have it in his | be chargeable against any or all of the 
power to cause the termination of the | distributees in such proportions as the 
policy by failing to pay such premiums. testator may direct, and probably, in 
But the exercise, if such it may be| spite of the clear language of Section 
called, of this negative right by the in- | 407, “that the executor will be entitled 
sured would add nothing to his own | to recover” the proportionate part of 
estate. It might destroy or diminish the | the estate taxes from the beneficiaries in 
estate of the beneficiary, but without | insurance policies, the will may provide 
any resulting increase to the estate of | that that portion of the entire estate tax 
the insured. In Gaither v. Miles, 268| Shall be paid by the executor and, if 
Fed. 692, it will be remembered that the | need be, deducted proportionately from 
court held that the three assigned pol- | the amount of special bequests. But the 
icles were not included in the gross | Provision stands there as a threat of a 
estate. If the assignees of those policies possible diminution of insurance funds 
Were required to pay the premiums, that available to beneficiaries that only ex- 
point was not of sufficient significance | treme care and caution on the part of 
to cause any comment by the court. the insured may overcome. 


——— 








H. A. HOPF AND COMPANY | 
MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 





Methods Personnel Modern Office Planning 


Main Office: 40 Rector St., New York Western Office: 327 S. La Salle St., Chicago 





| 
| 
Organization Equipment Standardization | 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 








Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 














Nearly 1 '4 Million Policies Now In Force 


Only four other life insurance companies in America have 
pe policy contracts in force than this company. A study 
of the following growth in ten years is invited: 

. Jan.1,1913 Jan.1,1918 Jan. 1, 1923 

Assets ...........+-$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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LIFE AND / 
\ ACCIDENT 
\ INSURANCE 


SHIELD POLICIES _ 


SF Ordinary Life Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN. Secy.-TREAS. 


THE NATIONAL LIFE & ACCIDENT INSURANCE GY 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 
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Go Early, See for Yourself 





HE finest opportunity yet presented for insurance 

men to get an insight into the distinctive methods 

of the Columbus Mutual Life is offered in connec- 
tion with the annual convention of the National Asso- 
ciation of Life Underwriters at Chicago, September 5th, 
6th and 7th. Arrange to go to Chicago two days earlier 
and attend the convention of The Columbus Mutual Life 
agents at the Hotel Sherman, September 3rd and 4th. 
You will be entertained and “see a new light” in life 
insurance. The Columbus Mutual Life is a distinctive 
company and its conventions are distinctive. It will be 
well worth your while to attend the Chicago convention. 
All insurance men are welcome. 


President C. W. Brandon will make a limited num- 
ber of appointments for personal interviews while in 
Chicago. If you desire an appointment, write today to 
Mr. Brandon at the Home Office, Columbus, Ohio. 














A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA 











A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s “‘Easy Lessons in Life Insurance.’ $1.50, including Quiz Book supplement. The 
| National Underwriter, 1362 Insurance Exchange, Chicago. 

















PROMINENT FIGURES TO BE 
AT NATIONAL CONVENTION 


(CONTINUED FROM PAGE 4) 


the key to the success of the method. 
And when it comes to placing the in- 
surance Mr. Manning is just as keen as 
ever on the endowment angle and im- 
presses upon young men the value and 
importance of endowment series, ma- 
turing at frequent intervals late in life 
when ordinarily most needed and useful. 


ONATHAN K. VOSHELL, manager 

at Baltimore for the Metropolitan 
Life and former president of the Na- 
tional Association of Life Underwriters, 
was persuaded to enter the life insur- 
ance business through associating him- 
self with his brother, going with the 
John Hancock Mutual at Philadelphia in 
January, 1881. He states that they did 
not really appreciate the great possibili- 
ties of the life insurance business until 
after he had been in it for many years. 
“In fact,” he says, “I doubt if I even 
could have thought it would be of vast 
importance as it is today.” 

He went into the field as a rate book 
man and had plenty of experience out 
on the firing line. His excellent work 
for the John Hancock led to his appoint- 
ment as assistant superintendent of 
agencies of that company in Boston in 
1884. He was made superintendent at 
Providence in June, 1887, and held that 
position until 1894, when he entered the 
service of the Metropolitan Life as 
superintendent at Pittsburgh, Pa. He 
was transferred to Brooklyn in 1895 
and was superintendent at that point 
until 1903, when he, was assigned to 
Baltimore. 

Mr. Voshell was one of the organizers 
of the Providence Life Underwriters 
Association in 1887, when he was a 
resident of that city. He has been a 
member of the executive committee of 
the National association for several 
years, was elected to the chairmanship 
in 1917 and was unanimously chosen 
to the presidency of the National associ- 
ation at its convention in New York 
in September, 1918. 

He has been very active in civic af- 
fairs in Baltimore, serving as a mem- 
ber of the draft exemption board dur- 
ing the war, as chairman in charge of 
all of the liberty loan drives and as head 
of the committee which two years ago 
put over a bond issue of $100,000,000 in 
Baltimore by almost a unanimous vote. 

He has serving under him 51 agents, 
who produce a total business ranging 
between $6,000,000 and $7,000,000 a year. 


ACK in 1902 the father of Henry E. 

Walker of St. Louis, now assistant 
to the manager of the Southwestern 
Department of the New York Life and 
first vice-president of the National As- 
sociation of Life Insurance Under- 
writers, decided to take out a life in- 
surance policy with the New York Life. 
So he wrote to his son, who was at- 
tending a theological school in Louis- 
ville, Ky., to obtain the necessary ap- 
plication forms. 

And thereby hangs the tale of how 
the church lost one of its most prom- 
ising seminarians and the insurance 
world won a commanding figure in the 
agency field. It happened that Capt. 
W. R. Noble, manager of the Louisville 
agency of the New York Life, was in 
his office when young Walker called for 
those application forms. He was im- 
pressed by the clean-cut appearance of 
the young student and his ease of man- 
ner. Naturally their conversation 
turned to the future, and when Captain 
Noble suggested that perhaps Walker 
desired to make some money as a part- 
time life insurance solicitor, the plan 
appealed to him. Noble wanted Walker 
to write $60,000 during the school year. 
He responded with $76,000. 


Quit Theology for Insurance 


Walker continued to attend the semi- 
nary until he had attained his master’s 
degree, but he had firmly made up his 
mind to desert the field of ministry for 
life insurance. And by a trick of fate 
Walker is the only survivor of the 
thousand or so new agents from the 
southern states that joined the New 


York Life’s organization that year. His 
proudest possession is his diamond 
Senior Nylic medal, emblematic of 20 
years’ continuous service in the field. 

Mr. Walker is a native of Dodson, 
La., born there on Sept. 2, 1878. He 
formerly was one of the administrators 
of the state normal school by appoint- 
ment of the governor of Louisiana. He 
also has the distinction of having grad- 
uated from the state normal at the age 
of 17. After leaving that school he 
taught in a country school district for 
a year prior to going to the Louisville 
seminary. 

In insurance Mr. Walker early dem- 
onstrated his ability to hold up his end, 
and during the 21 years he was selling 
policies he never missed a month with- 
out producing an application. For about 
15 years he was a member of the New 
York Life’s $200,000 Club. In his last 
full year as an agent, 1920, he turned 
in 198 applications for $425,000. 


Is Eft 


But Walker’s greatest value to the 
New York Life is his ability to organize 
workers and get them to producing. He 
is not of the * ‘pep ‘em up” type, getting 
the boys “all het up” for a while only 
to slip back into the old rut, but he has 
a way all his own of getting them to 
come up to a higher level of production 
and maintain the new pace steadily. 

Eleven years ago he was transferred 
to the New Orleans office and was re- 
garded as among the best producers in 
that section. About a year ago he was 
promoted to assistant manager of the 
southwestern department, which em- 
braces Missouri, Arkansas, Texas, Ok- 
lahoma, Colorado, New Mexico, Kan- 
sas, southern Illinois and Wyoming. 


ective Organizer 





Manager 
anted 


In the Home Office of a strong 
Western Life Insurance Company. 
Applicant must be experienced, 
aggressive, and a good judge of 
men, and possess a personality 
that will attract and hold agents. 
He must be ambitious and not 
averse to traveling. 

This is an attractive opening for 
a man of experience who possesses 
the qualifications and is looking 
for a position where his associa- 
tions would be congenial, climate 
mild, and living conditions pleas- 
ant and attractive. 

Give age, experience, salary ex- 
pected, etc. 

Address F-40 
Care The National Underwritér 


Agenc 











Life Manager Wanted 


A position is open for a producer, 
with some executive ability, with 
a casualty and general insurance 
office in Chicago, to take charge of 
its Life Department. To the right 
man a liberal arrangement will be 
made, including an interest in the 
Department. Write in confidence, 
stating age and qualifications. Ad- 
dress F-41, care The National 
Underwriter. 








————e 
, 





WANTED 


Live Wire Sales Manager. A young legal 
reserve Company. Writing business in Ohio 
only. Requires the services of a man who 
can produce a good volume of business 
himself, also secure agents, and teach them 
to become producers. To such a man 
we have an exceptional opening that is 
unlimited as to the future. Correspond- 
ence Strictly Confidential. Address F-30 
Care The National Underwriter. 
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However, his duties especially are to 
look after St. Louis. 

Teaming perfectly with “Dick” 
Oliver, manager of the southwestern 
department, they were able to increase 
the New York Life’s business in the St. 
Louis district during the year ending 
Aug. 1, 1923, approximately 43 percent. 
At present the St. Louis office, which 
includes eastern Missouri and part of 
southern Illinois, maintains a_ steady 
production of $1,000,000 monthly. 

Active in Association Work 

Mr. Walker has always taken an 
active interest in the Life Underwriters 
Association and formerly was vice- 
president of the New Orleans body. 
For a year prior to his election as first 
vice-president of the national associa- 
tion he was assistant to the president 
and conducted a number of sales con- 
gresses. 

He firmly believes that life insurance 
holds out greater promise to the young 
man leaving college than any other 
profession. A young man of intelligence, 
with a college training, who will apply 
himself and work diligently and sys- 
tematically in the insurance field can 
obtain more lasting and quicker returns 
on his college education in insurance 
than in any other professional calling, 
he contends. 

He regards as his biggest attainment 
in insurance that he induced nine young 
men to take up insurance as their life’s 
calling who are now members of the 
New York Life’s $200,000 Club. 

Mr. Walker states emphatically that 
he is not a candidate for president of 
the national association. His election 
as first vice-president last year was en- 
tirely unexpected and unsolicited. 


CHICAGO ALL READY 
FOR BIG CONVENTION 


(CONTINUED FROM PAGE 1) 


when there will be meeting of the com- 
mittee on program at the Drake hotel. 
This will be a gathering of the leaders 
of sessions of the convention, those in 
charge of the discussions, and all who 
are to participate. The meeting wil 
be held so that the entire program may 
be gone over, and the purpose of the 
convention brought out and the plan of 
the committee thoroughly understood. 
This gathering will be attended by rep- 
resentatives of the insurance press as 
well as the life insurance man who will 
participate in the meeting. 
Invitation From Armour & Co. 


All of the entertainment arrangements 
made by the Chicago Association and 
already announced have been perfected. 
In addition, Armour & Co. have ex- 
tended an invitation to all of the dele- 
gates to visit its yards and plant on 
Saturday morning and to take luncheon 
Saturday noon as guests of Armour & 
Co. Automobiles will be provided to 
those who desire to avail themselves of 
this invitation. There are many life 
msurance men who will remain in Chi- 
cago over the week end after the con- 
vention closes and it is to these that the 
Armour & Co. invitation is especially 
extended. ‘ 

Luncheon for Ladies 


. The Chicago Association expects that 
its luncheon to the wives of the visiting 
delegates on Thursday noon will be 
considerable of a success. A large turn- 





given at the Rainbo Gardens on the 
north side. An interesting entertain- 
ment program has been arranged. A 
prominent New York prima donna will 
render several vocal selections. All of 
the convention committees of the Chica- 
go Association have been functioning, 
with the result that every life insurance 
office in the city will be strongly repre- 
sented at the business sessions of the 
convention. The life insurance men of 
Chicago are going to extend themselves 
in an effort to entertain their out-of- 
town visitors on an elaborate scale. 
W. J. Arnette of the Fidelity Mutual 
Life in Chicago, who is chairman of the 
Chicago Association 


J | 








in charge of entertaining the visiting 
ladies, has requested the Chicago ladies 
to be at the Drake Hotel Tuesday to 
welcome the visitors. On Thursday 
evening at the entertainment on the 
Municipal Pier, Mr. Arnette is inviting 
not only the families of the life insur- 
ance men, but the lady employes of all 
the Chicago insurance offices. 
Luncheon on Wednesday 


A luncheon of the leading general 
agents and company officials of Chicago 
was held on Wednesday for the purpose 
of discussing the part which Chicago life 
insurance men will play in the National 
Association meeting. 








Invitations were 






sent to the 105 general agents of Chi- 

cago. Acceptances were had from 52, 49 

were out of the city, and only four did 

not respond. Darby A. Day, president 

of the Chicago Association, presided, 
Talk by Russell 


John Newton Russell, home office 
general agent of the Mutual, made a 
brief talk and explained that the life in- 
surance men of Los Angeles are deter- 
mined to land the 1924 convention of the 
National Association for their city. He 
said that there is now under construction 
an $8,000,000 hotel in Los Angeles, the 
Biltmore, and, in addition, a theater with 
a seating capacity of 2,500 is being built. 





American Old Line Insurance Company 
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Seven Years of Steady Progress 


ASSETS The [nternational Life and Trust now wants a repre- INSURANCE IN FORCE 
1916 ... .$125,222.00 sentative in your district. It is an old line legal reserve 1916 .. $ 203,000.00 
1917 129,523.00 company — s record to be proud of. To represent 1917 704,500.00 

saps : this dependable company is to represent a pillar of * d 

1918 .... 155,613.00 safety in the life insurance business. You are assured 1918... 1,382,500.00 
1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 
1920 .... 303,164.00 Write us at once for an agency. We have the means 1920... 4,513,000.00 
1921 .... 404,224.00 of assuring you of a successful career in the life in- 1921... 5,019,000.00 
1922 .... 984,858.00 | surance business. 1922... 9,148,126.00 
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The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. 
through a permanent connection. 
the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE Co. 


John W. Dragoo, Sec Harry H. Orr, G 
— re" INDIANA 


Permanent success can only be attained 
The companies that stay are the companies that pay 
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Favorable Rates 
Unequalled Profits 


to policyholders, with other distinctive advan- 
tages, explain the extraordinary development 
of The 


years of continuous expansion. 


Great-West Life during its thirty-one 


Wherever there are prospects of business of 
the standard cultivated by The Great-West 
Life from its inception, the most attractive 
conditions are offered to insurance men of un- 


impeachable standing. 


The Great-West Life 


ASSURANCE COMPANY 
WINNIPEG, CANADA 


(Operating in Michigan, Minnesota, North Dakota 
and Illinois) 


T. MILTON TAYLOR, Manager for Illinois 


715 Marquette Building, 140 South Dearborn Street 
CHICAGO 










































You Can Multiply Your 
Producing Power 


MEDICAL LIFE AGENTS de multiply their pro- 
ducing powers. 

WHY? Because the Medical Life writes Standard, 
Sub-standard and Child's Endowment Policies. 

For that reason our agents lose no time “choosing” 
prospects. Their prospects are not limited. 

The company’s liberal attitude toward impaired risks 
makes it possible for them to render 100% service to 
their clients. 

Our Child’s Endowment Policy has received enthusi- 
astic endorsement. It is a real agency money- 
maker. 
Then, too, the Medical Life’s 

women are the same. 

The Medical Life agency cffers an unexcelled op- 
portunity for YOU 
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EAS A GOVERNMENT 


>) The OHIO STATE LIFE 


» HEALTH, ACCIDENT «*° MONTHLY INCOME INSi 


> LATEST POLICIES AND AGENCY CONTRACT 
Openings OHIO, IND. KY, MICH. and W. VA. Write Columbus 











3oth of these structures will be ready 
in time for the next annual association. 
The National Body met in Los Angeles 
about 16 years ago. 

Encouraging Financial Progress 


Harper Moulton, secretary of the Chi- 
cago Association, reported that encour- 
aging progress has been made finan- 
ciallly. He said that the convention to 
be held in Chicago Sept. 5-7 will be gen- 
erally advertised throughout the city. 
The five motor busses which have been 
chartered for the use of the delegates 
will be placarded with large display ad- 
vertisements, and will make frequent 
trips to and from the loop. A souvenir 
program will be published in which the 
advertisements of the leading business 
concerns of the city will appear. The 
program will contain complete informa- 
tion regarding the convention. Mr. 
Moulton said that the Association of 
State Street Merchants has agreed to 
aid the Chicago Association financially. 
Executives of several of the Illinois 
companies were present and pledged 
their financial support. 


OUTLOOK IN TEXAS IS BRIGHT 





Conditions Better There Than for Three 
Years Past and 1923 Production 
May Set Record 





DALLAS, TEX., Aug. 25.—The out- 
look for the life insurance business in 
Texas is brighter than it has been for 
three years. There is a $400,000,000 
cotton crop now beginning to reach the 
market and there has been a $25,000,000 
grain crop and ‘$25,000,000 in other 
crops already marketed. Life insurance 
men declare this will put Texas back to 
normalcy, if it has not been there for 
the past six months, and that there ap- 
pears to be no reason why the writing 
of life insurance from now until the first 
of the year should not set a record in 
Texas. 

According to the life insurance men 
the farmers are in a receptive mood for 
life insurance. They expect to do a 
hanner business in the rural districts this 
fall. But that is not all. The big 
monev crops will make the business in 
the cities and the smaller towns bet- 
ter. The entire state will feel the good 
effects of the monev which will be paid 
to the farmers, and business shold be 
better in all parts of the state. There 
has been a considerable amount of life 
insurance written in the past 60 days, 
more for that period of the year than 
at anv time for the past three years, 
the insurance men say. 

Another good effect of the bumper 
crons this vear will be the paving of 
notes given earlier in the vear for pay- 
ment of premiums. Life insurance men 
say already these notes are being taken 
mn and it annears that there will be little 
of the business written earlier in the 
vear lost because of non-payment. There 
is also every prospect that the business 
nut on the books this vear will stav 
Last vear and the vear hefore. a good 
nart of the business written was lost 
to the companies after the first vear. 
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MODERN BUSINESS GETTING METHODS 











Business Life Insurance Makes Appeal 


To Those Who Are Made to See Its Value 
As a Protection and Credit Stabilizer 


m ERVICE and the future possi- 
bility of service which life insurance 
offers to business was presented by 

A. J. Dooley, associate general agent 

in the C. J. McCary & Co., agency for 

the Penn Mutual of Chicago in an 
address on business insurance. 

It is an established fact that business 
forms the raison d’etre of American 
life. The direction of business is de- 
pendent entirely upon human endeavor. 
A loss sustained by a business enter- 
prise is concomitant with the loss or 
disability of one of the beings of its 
directive force. 


Function of Business 
Insurance Pointed Out 


Business insurance enables a firm or 
corporation to tide over the time when 
substition is to be made due to the loss 
of one of the directors. It affords a 
protecitve fund that will indemnify a 
loss, pay a money value for a destroyed 
human asset, and in a financial way 
give back life for the life departed. Its 
potential is at the present time little 
understood by business men. Conse- 
quently it has not found a large market. 
Its latent possibilities however are 
tremendous. 

The lives of the directors of a busi- 
ness are given but scant thought. It 
is never considered by business as con- 
stituting one of the many fish in a sea 
of trouble. Business provides every 
known and every new means of preserv- 
ing its integrity and guaranteeing its 
successful performance. This general 
caretaking to insure success is a prac- 
tice of wise managers of the country’s 
industrial activities, yet it is common 
knowledge to life insurance men that 
directors of business are generally speak- 
ing, ignorant of, or indifferent to the 
powerful safeguard of business insurance 
in the conduct of their enterprises. 


Agents Should Present 
Value of this Safeguard 


Since the advantages of business in- 
Surance are so self evident there must 
be some reason other than the short 
sightedness of business men to explain 
why it is not sold any more than it 
is. Mr. Dooley considered that it was 
a fault of the agent, who does not pre- 
sent more extensively the value and 
benefits of life insurance as a device 
against business mortality. It is gen- 
trally conceded that business men if 
niormed of the possibilities of this 
policy will take hold of it readily, 

Business insurance affords a fruitful 
eld to the agent. The average sales- 
an is inclined to work along the line 
bf closing individual prospects for per- 
Sonal insurance and pass by the single 
Proprietor, the small firm, the good- 
sized company and the large corpora- 
1ons as buyers of business insurance. 
ere he overlooks a great opportunity. 
Vhen the individual is sold the agent 
aS a rule goes on his way to dig up the 
€xt prospect. Consider however, the 
hlmost unlimited field which opens up 
when he sells the head of a firm or 
Srporation. Directors, stockholders, 
‘partment managers and employes are 
€n prospects upon whom he could 
€nter his fire reinforced by the fact 
hat he has sold the head of the firm. 


Selfish Appeal Must Be 
Made to the Directors 


The individual who buys life insur- 
nee is actuated solely by an altruistic 
notive. As this is a relatively unde- 
tloped characteristic of the human race, 
v€ response of the prospect is usually 
ow and difficult. The fundamental 







~at an early date, and the sooner I can 


vidual insurance and business insurance 
is that the former is moved by un- 
selfish appeal and the latter by selfish 
appeal. This difference in appeal makes 
the sale of business insurance easier as 
compared with other kinds. A man can 
see the immediate danger which is im- 
pending all the time due the possibility 
of death of an associate where his 
own death and future estate is so re- 
mote as to enlist but little interest in 
most prospects. 

It is easier to sell business insurance 
when the policyholder is in business. 
The individual does not feel that he is 
paying the premium out of his own 
pocket as in the case of individual in- 
surance. This precludes the stock ob- 
jection, “I can’t afford it now.” A case 
opened and closed on the subject of 
business means multiplied policies and 
increased production. Mr, Dooley says, 
“I think it is safe to say that business 
insurance more often leads to invidual 
policies than individual policies lead to 
business insurance.” ; 

Well, here we are:—Business insur- 
ance responsible for the beginning of 


a vast enterprise and not the continu- 
ance of it after the death of its insured 
heads: Time, 1917. 

A New York corporation capitalized 
for half a million dollars placed the sale 
of its stock in the hands of experienced 
fiscal agents, the proceeds to be used 
in erecting a plant near Butfalo to 
manutacture a product of national con- 
sumption. Orders in hand, but no fac- 
tory. Time dragged, the sale of stock 
was slow, even under high pressure 
salesmanship and attractive offers to in- 
vestors. Failure was the certain outlook. 
An insurance man suggested business 
insurance on the life ot the president 
in favor of the stockholders. With this 
injection of safety and protection shot 
into the argument of the stock sales- 
men, the entire issue was sold in a short 
time. The plant was erected. Several 
hundred of the townspeople went to 
work, 

The business has since developed into 
a seven million dollar concern with 
branch factories in four other States, and 
the head of the concern whose life was 
insured is still alive and active. This is 
a clear case of capitalizing life, through 
business insurance, for the promotion 
of an enterprise that was doomed before 
it was really begun, 

Here is another case:—In this in- 
stance a Chicago miller and his son, 





ages 55 and 30, with all their best ef- 








HANDLING PRAIRIE 





FARMER INQUIRIES 











PEAKING on “Handling Prairie 

Farmer Inquiries” at the annual 

meeting of the $100,000 Club of the 
Illinois Life in Chicago this week, J. B. 
Norris, district manager in Illinois, out- 
iined his methods of attack on the prob- 
lem of approaching country prospects 
that have arisen from correspondence 
with the home office. It is in line with 
the program of home office aid in 
“prospecting,” which is now being 
studied by the life companies through 
their research bureau, and Mr. Norris 
gave an interesting talk on the essen- 
tials of handling these inquiries. Mr. 
Norris said, in part: 

Answers in Person 


“Upon receiving a prairie farmer in- 
quiry from the company, I immediately 
go to see the party who sent it in, I 
care not how distant he resides from 
me, nor what is the condition of the 
roads, or weather. If I can possibly make 
the trip, I go at once, and if for any 
reason it is impossible for me to go at 
once, I go just as soon as I can. 

“I never write to the parties to tell 
them that their inquiry has been re- 
ferred to me for attention and that as 
soon as convenient I will call to see 
them and fully explain our wonderful 
plan of insurance to them. If I did I 
would fully expect in at least seven cases 
out of ten to receive a reply by return 
mail, telling me that they had no idea 
of Suying any insurance and that I 
would just be wasting my time by com- 
ing to see them. 


Promptness Essential 


“The company has paved the way for 
my call by notifying the party that 
their representative will call upon them 


get there the better my chances for do- 
ing business. Promptness always 
makes a favorable impression, while neg- 
lect and tardiness always creates an un- 
favorable condition for business trans- 
actions. 

“I care not what may be the motive 
that prompted the man to send his in- 
quiry to the company. It may have 
been idle curiosity, or it may have been 
a desire to secure a calender and pen- 





erence in appeal between selling indi- 





cil, or it may have been a desire to 


borrow money, or it may have been a 
desire for information concerning life 
insurance. Be it any of them, if you 
will call to see that man in a few days 
after he has sent in that inquiry, you 
will have created the impression with 
the man, that you and your company 
are rendering service, and your chance 
to sell him insurance is greatly aug- 
mented by your promptness. 

“He is impressed with the dignity and 
importance of your business, and if he 
sent in the inquiry through curiosity he 
is ashamed to let you know it. I take 
it for granted, and feel and think that 
every prairie farmer inquiry the com- 
pany sends to me, is an actual call for 
me to come at once and render them 
the service of figuring out for them an 
insurance proposition that fits their par- 
ticular needs and requirements. I am 
fully aware of the fact that some of these 
inquiries are sent in by parties who are 
uninsurable, and parties who are not in 
any way interested in buying insur- 
ance, but be that true, the percentage 
of this class is so small that the field 
man can well afford to follow up 
promptly every inquiry. 


Is Great Aid to Work 


“And the agent who neglects to fol- 
low up these inquiries is losing the help 
which our company is giving us at 
great expense, and is neglecting a field 
which if rightly worked is highly profit- 
able. The introduction has already been 
made by the company. The approach 
is rendered easy and by assuming an 
attitude of confidence that the man 
means business of course or he would 
not have sent in the inquiry, you have 
no fight to get your proposition be- 
fore him and once you get the inter- 
view, the percentage of sales will not be 
small. There is no difference in the sell- 
ing proposition whether he is a prairie 
farmer inquirer or not. It is all the 
same and outside of a few pretty well 
established principles of salesmanship 
there are just about as many methods 
of selling as there are individuals to be 
sold. 

“IT know of no royal road to success in 
this line. My motto in handling prairie 
farmer inquiries is see them quickly and 
sell them the same way.” 


forts in the operation of a modest flour 
mill made no _ extraordinary profits. 
With their limited capital they could 
continue to operate only an ordinary 
mill, with no promise of expansion of 
plant from profits. A bond issue could 
not be floated for extension of plant be- 


cause present earnings would not guar- 
anty interest charges. But present 
profits would allow for payment of 


annual premium of a term policy of 
$100,000 on the father. The father died 
and the dnsurance money enabled the 
son to expand the business and make 
a real success out of the formerly limited 
enterprise. This is an illustration of 
capitalizing life to hold a business in 
expectation of development, until death 
would overtake its head. It might be 
called a case of bridging from fading 
hope to realized opportunity. 


Business Insurance Used 
to Increase an Estate 


Another case:—A man age 70 has a 
business worth a million dollars; only 
heir, a son age 26. Buys single prem- 
ium ten year endowment for $100,040 on 
life of son. Business pays premium and 
charges it off books as direct gift to 
son, Result: Father saves reduction 
in transfer tax on estate at death and 
reduction in income tax each year he 
yet lives. Son’s estate increased $120,- 
000 and over, and he pays no income 
tax on proceeds of policy. Investment 
in business insurance earns 5% percent 
over period of 40 years. Clear case of 
business insurance to increase estate 
and guarantee a high and safe return 
on investment. 

The late John Wanamaker was the 
first man in the United States to take 
advantage of business insurance for in- 
creasing his credit. He placed over $1,- 
700,000 on his life, upon the strength 
of which he secured extra working 
capital and so increased his business 
that he became one of the leading mer- 
chants of the world. 


Credit Was Stabilized 
By Life Insurance 


This is a case illustrating how by the 
stabilizing of credit, the contingency of 
death was turned into present live asset. 

The late Charles F, Clark, president 
of the Bradstreet Company, shortly be- 
fore his death wrote to a correspondent: 
“It is practically beyond doubt that the 
taking of business insurance strengthens 
the credit of firms adopting it. The in- 
creased confidence which it establishes 
is recognized in the mercantile com- 
munity and thus reflected through our 
reports.” This is broadcasting stabil- 
ized credit. 

Here is a case furnished by the late 
Elbert Hubbard, publisher of Fra, where 
business insurance was used to capital- 
ize the ideas of an individual. It seems 
that money got scarce up in the camp 
of the Roycrofters and Mr. Hubbard 
consulted a New York financier, who 
agreed to take a bond issue for $100,- 
000 on the Roycroft plant, provided he 
held ‘a life insurance policy on Mr. 
Hubbard’s life for that amount. Mr. 
Hubbard asked, “Why the life insur- 
ance?” The answer given by the finan- 
cier was: “Your brains are the chief 
assets in this business. Your mind is 
a think factory. Your output is ideas. 
With you there, the value of the plant 
is reasonably assured.” Here business 
insurance turned conjecture into cer- 
tainty by assuring play to ideas. 


Used Life Insurance 

in Building Project 

Fifty physicians project the erection 
of an office building to cost one mil- 
lion dollars. Plan: Each puts up $20,- 
000 in securities and receives a contract 
to the effect that if he die within 22 
years, the company will return his $20,- 
000 to his estate; meanwhile, investor 
to receive his share of dividends de- 








clared by the firm of physicians:—if 
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Mr. Life Insurance Agent: 


Do liberal first year commissions mean 
anything to youP 

Do non-forfeitable renewals mean any- 
thing to youP 

Does a Home Office contract mean any- 
thing to youP 

Does close co-operation and assistance 
mean anything to youP 


Are you getting what is coming to you 
in this wayP 

Do your family and you receive just com- 
pensation for your labors? 

Are you desirous of a connection that 
will enable you to do this? 

Can you show a clean record and are you 
interested? 


Territory in 
Missouri, Illinois, Louisiana, Arkansas and 
Kansas 


Address D-73 


Care The National Underwriter 








‘‘Nothing humbler than ambition 
when it is about to climb.’’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious ser- 
vice. 

That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884 
Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 





he survive 22 years, his investment to 
be returned to him in full. The firm 
places a twenty payment life accelerative 
endowment policy upon the life of each 
investor, paying the premiums out of 
rents and declaring dividends out of 
surplus :— 

ist Result: Full capital in hand with- 
out bond issue or mortgage against 
building. No interest to pay. 

2d Result: Each investment guaran- 
teed at 100 percent, 22 years hence, 
with regular dividend very probable in 
meantime. 

3d Result: The difference between 
cost of premiums and cost of interest, 
if a bond issue were floated for same 
period at 6 percent and retired at end 
of 22 years, would represent a saving 
of 54 percent of investment. 

Another point: If each policy were 
made on the ordinary life plan for 
double the amount invested, the saving 
would be 31 percent and would return 
double the investment to each investor, 
should he live the 33 years. 

Business Insurance Is 

Boon to Community 


Business insurance is a boon when 
a crisis threatens and is hence a boon 
to the entire community because it per- 
mits the enterprise to continue hiring 
labor. Because the community at large 
as well as those intimately concerned 
with business reaps the benefit of busi- 
ness insurance it may really be said to 
be concentrated group insurance. 

Mr. Dooley cited a few instances out- 
side of the ordinary to illustrate the 
potency of business insurance as an 
agency for good in the life of industry. 


Tells Where Valuable 
Leads Can Be Gotten 


Mr. Dooley gave some helpful tips 
to the agents. He suggested that in 
marshalling leads that they work 
through the banks, bond houses, real 
estate’ brokers and builders. It may 
be that some of these channels offer 
opportunity only to write the business 
and give the commission to the banker 
or broker or part time man, but then, 
too, prospects will be found and cases 
may be written where commissions need 
not be split. 

It will pay the agent to cultivate the 
friendship of architects, as they are 
generally the first consulted in the 
erection of buildings and business plants. 

New corporations are the ones to 
strike for. They are perhaps on an 
unsound basis and have not much sur- 
plus. They are easier to convince than 
the old corporation. In practically every 
corporation there is some one man who 
stands out as a leader. This man is 
not always the head of the firm but is 
often his able right hand man. The 
agent should determine who thi¢ man 
is and impress upon the head of the 
firm the loss that would be incurred 
by the death of this man. The head 
of the firm can often be brought around 
to see the impending danger and will 
take out insurance on the life of this 
man, when he would not consider him- 
self worth insuring. 


Business Men Like 
Insurance and Protection 


In conclusion Mr. Dooley said, “I 
want to say again that business men 
like the idea of insurance and protection. 
They have recourse to it in everything 
from the writing of a check to the 
carrying of freight. Only in the life 
branch of insurance has their vision 
been dim. Protection has not been 
personified for them. They do not fully 
know, but they are willing to learn that 
business life insurance has met crises 
that no other financial device could 
meet; that though life insurance is an 
offense to all who seek aims other than 
security, and a joke to those who claim 
you have to die to beat it, yet it is the 
greatest stabilizer of credit that finance 
has ever devised, and the most depend- 
able foundation under any business 
venture, individual or highly organized.” 


The Missouri State Life has set Sep- 
tember as accident month, and is offer- 
ing special bonuses on all business 








Placed during the month. 


C. B. Stumes’ Advice on 
Clinging to Prospects 


HARLES B. STUMES, one of the 

large producers of the Bokum & 
Dingle general agency of the Massa- 
chusetts Mutual Life in Chicago, was 
asked the other day how long he kept a 
new prospect on his books, that is, a 
man who was not already one of his 
old policyholders. Mr. Stumes said 
that if on the second interview, a pros- 
pect did not show strong signs of being 
interested in his proposition he dropped 
him immediately. 

The usual excuse, said Mr. Stumes, 
is, “I am not in a position to take life 
insurance just at this time, but un- 
doubtedly will in the future. I will call 
you up when I am in the market.” Mr. 
Stumes said that such a prospect was 
absolutely valueless. His method oi 
getting rid of the agent is a polite one 
and is one that is often used. Mr 
Stumes said that many agents, how- 
ever, consider such a man a good pros- 
pect and keep after him. Mr. Stumes 
contends that it is just as essential to 
know when to drop a prospect when 
he is of no value to the agent as it is 
to get a prospect on the books. An 
agent must have a sort of intuitive sense 
that tells him when a man can be closed 
and when he cannot. 

* * * 

Mr. Stumes says that the life agent 
who brings home the bacon is the man 
who makes a quick canvass, drives his 
arguments home with terrific force and 
closes the prospect while he is under the 
spell of the agent’s influence. He does 
not allow men to have too much time 
to ponder or deliberate. When a man 
starts to “think it over,” he is just about 
lost. Mr. Stumes says that he has often 
found cases nursed along by an agent, 
who has been calling on a prospect a 
number of times and some other agent 
will run in and grab off the business on 
a rapid fire approach. 

Mr. Stumes says that he is not in 
favor of long “briefs” placed in the 
hands of prospects. He does not be 
lieve that they are read. He boils his 
literature down to the lowest point be- 
cause he feels that the personal argu- 
ment is worth much more than a lot 
of documents. 

* * * 

Mr. Stumes was asked why twisters 
make ravages in the life insurance field. 
He said that many men are carried awav 
when anyone shows them that they have 
some extra money which they have not 
really counted in their holdings. A 
twister finds a policyholder who has @ 
comfortable cash surrender. He show’ 
him that here is $4,000 or $5,000 that cam 
be invested. He convinces the man th 
the insurance he is actually paying for 
is the face of the policy less the sur- 
render value. Therefore, he tells the 
man to withdraw the money in cash, put 
it out at interest and use the interest to 
pay for new insurance. The arguments 
of the twister, he said, are alluring, 
simply because most men cannot with- 
stand the temptation to take the money 
at hand and use it for some purpose, 
either investment or not. Mr. Stumes 
said that if a man is so fortunate as {0 
live a long time he pays out a great deal 
in life insurance. His life insurance, 
however, has protected his estate during 
his productive years. It has been his 
big safeguard. 


Franklin Life’s Meeting 


The eleventh annual convention 0! the 
agency clubs of the Franklin Lite 
Springfield, Ill., will be held at, Gram 
Hotel, Mackinac Island, Mich., Septem 
ber 3-5. There are three clubs, the $100 
000, the $250,000 and the $500,000. The 
club year is from June 1 to May 31. x 
amount of paid-for business produc 
during that period determines the clu 
to which the agent shall belong. E- ue 
Redlich of Springfield, Ill, one of 
company’s leading producers, !5 pat 
dent of the Half Million Dollar Clu 
The clubs meet at the home office every 





third year. 





